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NW. Mutual Kicks 
Off for 1948 at Big 
Eastern Regional 


Company Wrote $465 
Million in 1947: Hill 
Predicts Banner 1948 


NEW YORK — An estimated $465 
million of insurance was produced in 
1947 by Northwestern Mutual, Grant L. 
Hill, vice-president and director of agen- 
cies, said at the 
closing luncheon of 
the company’s an- 
nual eastern re- 
gional meeting 
here. This is about 
$5 million short of 
the previous year’s 
record- breaking to- 
tal but is a 46% in- 
crease over 1945. 
He added that in- 
dividual policies av- 
eraged $6,200. 


Mr. Hill pre- 
diced a banner Grant L. Hill 
year in 1948 and 


said existing records would be smashed 
if everyone retains the momentum they 
built up in previous years. He stressed 
the importance of prepaid business. In 
1946 about 70% of the policies issued by 
Northwestern were prepaid. 


Weather Delays Many 


Although a freezing rain disrupted 
transportation more than 500 were on 
hand for the opening session of the two 
day meeting. The train of one of the 
speakers, Frank L. McFarlane, Cleve- 
land agent, was delayed several hours 
when a preceding train met with an 
accident, and Dr. Gamber F. Tegt- 
meyer, assistant medical director, was 
given his spot. A second casualty of 
the storm was a motion picture, “The 
New America,” which never arrived at 
the meeting, due to New York City’s 
ban on non-essential trucking. 

However, by evening more than 1,000 
agents and their families and friends 
had gathered for the dinner dance in 
the grand ballroom. Vice-president P. K. 
Robinson was the toastmaster and in- 
troduced the 15 eastern zone leading 
agents as guests of honor. 


Eastern Zone Leaders 


They are S. A. Borchardt, D. B. Flue- 
gelman, A. H. Cohen, A. L. Kaufmann, 
T. K. Carpenter, W. F. Martin, and E. 
H. Earley, all of New York City: V. A. 
Miletti of Newark; D. H. Tompkins of 
Huntington, W. Va.; Joseph Blumen- 
thal of Buffalo; A. E. Gillman, Balti- 
more; R. R. Brown, Durham, N. C.; H. 
D. Goldman, Richmond, and A. J. Ost- 
heimer III, Philadelphia. All these men 
wrote at least $1 million in insurance 
during the last year. 


Analyzes Rejected Risks 


Northwestern Mutual rejected 6,857 
applicants in the first 11 months of 
1947, according to Dr. Tegtmeyer. Med- 
ical causes accounted for 74%, informa- 
tion requested by the company account- 
ed for 8.8%, family record .9%, per- 
sonal habits for 3% and occupation 3%. 
Psychosomatic medicine, which deals 
with illnesses which are partly mental 
and nervous in origin, is of. increasing 
importance to the company in its med- 
ical investigation of applicants, he said. 
Doctors are studying more and more 
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Debit Ordinary Nipped 
by H.C.L., Group Boom 


It is no surprise that the sharp decline 
in ordinary production suffered during 
1947 by many district offices of indus- 
trial and combination companies is as- 
cribed by district managers to the ris- 
ing cost of living, but a new note is that 
some of these managers define the 
spread of group insurance as a secon- 
dary factor. The managers naturally 
give H.C.L. top billing, but report their 
agents are running into increased sales 
resistance from customers covered by 
group. 

Of course, the phenomenal success of 
the debit man in selling ordinary since 
the war could hardly be described as 
a normal condition and no one expected 
the 1946 volume to be sustained. The 
23% drop in ordinary sales by debit 
agents which is shown for the first nine 
months by L.I.A.M.A., still leaves the 
figures so far above “normal” that in- 
dustrial men are far from disheartened 
by the 1947 record. They point out that 
the impetus given ordinary sales by the 
lush post-war market will never be 
erased, Many industrial agents have had 
a taste of ordinary ‘business, they have 
become acquainted with ordinary sales 
techniques and inculcated with a certain 
amount of the ordinary philosophy. 
There will be this year, and perhaps 
from now on, a number of debit men 
who will write $250,000 ordinary or bet- 
ter. 

The reason for the terrific boom in 
ordinary sales by industrial agents last 
year, and to an extent this year, is easy 
to trace. Many of better industrial pros- 
pects who were drawing very high 
wages were unable to purchase com- 
modities which have been in short sup- 
ply. They had not yet been overwhelmed 
by the cost of necessities. These people 
obviously had the money to buy ordin- 
ary insurance and it was not hard to 
demonstrate to them that they had a 
need for insuring their new found afflu- 
ence. Caught in the inflationary squeeze, 
these same well paid workers do not 
have the extra money today. 

It is the same better industrial pros- 
pect who has benefited the most from 
the increased spread and limits of group 
insurance. In a number of cases where 
the breadwinner’s income would seem 
to warrant his carrying some ordinary 
life insurance, the agent finds that he 
has a substantial amount of group life, 
plus group casualty coverages. One 








the functional disorders, that is, those 
in which there is nothing organically 
wrong with the affected part of the 
body, and attempting to separate ill- 
nesses of this type from purely physical 
ones. 

Dr. Tegtmeyer told the agents they 
need never be afraid of submitting too 
much detail on an applicant, as the 
more complete the information the bet- 
ter the medical department likes it. He 
said there are two physical defects that 
must be especially guarded against, 
hypertension and coronary ‘disease. 
He warned agents against the ‘ ‘machine- 
shop” type of examining physician who 
merely glances at the applicant and rec- 
ommends him. Agents should always 
select a careful and thoughtful doctor 
for examinations, he said. 


LIKE MANUF: —— 


A good life insurance agent should 
run his business like a large manufac- 
turing plant if he is to be successful, 
said Mr. McFarlane in discussing “Sell- 
ing Procedure That Will Work in ’48.” 

(CONTINUED ON PAGE 17) 








estimates that 50% of the 
people on his debits are covered by 
group insurance. On debits composed 
of unskilled workers such as many of 
the colored debits the effects of group 
insurance are less apparent. 


$5,000 of Group Not Uncommon 


In the factory districts, employment 
is at a high level and many of the pros- 
pects are covered by $5,000 worth of 
group life which is about all they have 
use for, say the managers. Apparently 
neither the cost of living nor increased 
group benefits have caused policyholders 
to jettison ordinary or weekly premium 
coverage. The effect so far has been 
more upon prospects than upon present 
policyholders. Ordinary prospecting on 
the debit has received the brunt of the 
blow. 

Many in dustrial managers report 
weekly premium sales for the year are 
slightly up. Thus on casual observa- 
tion it would seem that neither the 
higher cost of living nor the widened 
infiltration of group insurance has been 
reflected on the weekly business. This 
is not necessarily the case, for often 
the prospect who might seem eligible 
for ordinary insurance, but who is cov- 
ered by group and is harried by rising 
costs, will not consider ordinary, but 
will take some weekly premium cov- 
erage. Thus, explained one manager, 
the system is working back to normal 
and the working man is once again an 
industrial rather than an ordinary pros- 

ect. 

Will the continued spread of group 
insurance eventually have the curtailing 
effect on industrial sales that it seems 
to have had on ordinary sales at the 
industrial level? This question does 
not seem to worry too many industrial 
managers. They say that the weekly 
premium tradition is strong among the 
lower economic groups and no matter 
what group coverages the breadwinner 
has at his place of employment, he is 
still very likely to buy his own weekly 
premium insurance for the extra ex- 
penses that accompany death. 


The Wife Is Influential 


manager 


They point out that the person of in- 
fluence in the industrial operations is 
often the wife. She will see there is 
a need for industrial coverage for a 
safety margin. Often the wife manages 
the finances and her memory of depres- 
sion years when her spouse’s wages 
were low and group cover non-existent 
makes her conscious of the need for 
weekly premium coverage. 

An interesting byproduct of the role 
of group insurance in bettering em- 
ployer-employe difficulties is that the 
average family on the debit is more 
conscious of the value of insurance and 
of just what coverage the breadwinner 
is afforded at his place of work. This 
is because unions, insurance companies 
and employers have issued a great vol- 
ume of literature explaining group con- 
tracts in force. Often this literature is 
mailed or delivered at the home so that 
both the wife and husband read it. 
Weekly premium agents report that the 
effect of this literature has been to 
sharpen the appreciation and interest 
his prospects have in life insurance. The 
place of group insurance in collective 
bargaining has made workers aware 
that insurance is an item as fundamen- 
tal and as important as wages. This has 
brought the debit man into the role of 
insurance counsellor and gives him the 
opportunity to plan the estates of his 
customers and sell more ordinary and 
industrial insurance. 


D'Olier Retires as 


Prudential Chairman: 
President 1938-46 


Was First Head of Amer. 
Legion; Conducted Bomb- 
Damage Survey 


NEWARK — Chairman Franklin 
D’Olier of Prudential has retired and 
the office of chairman, which he has held 
for two years, has been terminated. 
However, he will continue as a member 
of the board, serv- 
ing on the execu- 
tive, finance, and 
salary committees. 

Following his 
graduation from 
Princeton in 1898, 
Colonel D’Olier 
entered the Phila- 
delphia cotton firm 
founded by his 
father, becoming 
president before 
joining Prudential 
in 1926 as a direc- 
tor and vice-presi- 
dent. He was 
elected president in 1938. In the first 
world war he served with the A.E.F., 
organizing the salvage service for the 





Franklin D’Olier 


army in France. For this outstanding 
service he received the distinguished 
service medal and was made a com- 


mander of the French Legion of Honor. 
He was one of the original organizers of 
the American Legion and became its 
first national commander in 1919. 


Two Missions in Last War 


During the last war he was a member 
of a three-man American Legion com- 
mission which, in 1941, was appointed 
by President Roosevelt to visit London 
and study the effect of the blitz bomb- 
ing and the city’s civilian defense. In 
1944 he was chairman of the U. S. stra- 
tegic bombing survey to study the ef- 
fects of our bombing on enemy territory, 
during which he visited both Germany 
and Japan. His published reports on 
the survey won wide acclaim. Presi- 
dent Truman awarded him the medal of 
merit. 

Colonel D’Olier was also chairman of 
the Treasury war finance committee for 
New Jersey, regional director of civilian 
defense for the tri-state second corps 
area, state chairman of the USO, and 
chairman of the New Jersey national 
war fund. He is chairman of the New 
Jersey department of economic develop- 
ment, whose duties include the respon- 
sibility for veterans’ housing. He is a 
director of Pennsylvania Railroad, Gen- 
eral Refractories Co., American Enka 
Corp., National Biscuit Co., Howard 
Savings Institution, and the Morristown 
Trust Co. 


A. & H. Course in Utah 


O. J. Breidenbaugh, executive secre- 
tary National Assn. of Accident & 
Health Underwriters, will again act as 
instructor at the second accident and 
health course to be given at the Univer- 
sity of Utah Feb, 2-i3. 

In view of present trends toward or 
requirements for licensing accident and 
health agents, this short course will 
prove invaluable to those already in or 
entering that field, as it presents excel- 
lent preparation for meeting state quali- 
fications. 
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increasingly Important 
Role Played by Economists 


The importance of an economist or re- 
search department to a modern life in- 
surance company is steadily increasing 
in direct proportion to the growth of 
the business. Since 1940 there has been 
a substantial increase in the number of 
trained economists going with life com- 
panies to help management keep abreast 
of the social, political and economic 
trends in the United States and in the 
world at large. 

There are several basic reasons for 
this increase. First, the depression years 
called for an unprecedented amount of 
self examination on the part of life 
companies, and it was necessary for 
management to hire men experienced in 
the technicalities of economics. Sec- 
ond, the T.N.E.C. brought about even 
more self examination. Third, the rapid 
expansion of insurance companies made 
it impossible for one or two men to 


capably examine all existing factors 
and formulate policies at the same 
time. 


In Field of Investment 


One of the primary functions of an 
economist jis to draw together the find- 
ings and activities of his own and 
other departments and to determine 
whether or not any of the results will 
aid management in selecting places for 
the investment of the billions of dollars 
of savings that policyholders entrust 
each year to the companies. It is of the 
utmost importance that investments be 
as safe as possible in respect to principal 
and return, not only because the com- 
panies are entrusted with the money also 
because state laws have been designed to 
protect the policyholder. 

Hundreds of seemingly irrelevant facts 
must be tabulated and analyzed—wages 
and incomes, policy rates, interest rates, 
changes in the cost of living, employ- 
ment, and many others—by the econom- 
ist before the company’s investment 
officers are in a position to invest. 

Research merely provides a_ back- 
ground against which the investment 
officer will make his own decisions and 
in no manner whatsoever does the econ- 
omist remove any of the great responsi- 
bility from the shoulders of the officer. 

A second important job of the econ- 
omist is to keep track of any change or 
potential change that may open up new 
sales opportunities for life insurance. 
Management should be informed of long 
term trends and changes in basic mar- 
kets over a period of years. An example 
of this is the part the economists played 
in the decision of several insurance firms 
to resume selling in Texas. Economists 
kept a sharp eye on the development of 
seaports, the centralization of industry 
and population, where buying power 
was concentrated and then marshaled 
these and other facts so that manage- 
ment could decide where and when to 
resume business in the state. 


Study of Country’s Customers 


The basic operation of business is to 
supply and serve the nation’s customers 
with what they desire. Therefore, a close 
study of what is happening to the 
people is an excellent indication of 
what is occurring and what is most like- 
ly to occur to the business world. It 
is the task of the economist to study 
just what is going on and to correlate 
any changes that ‘are taking place with 
business so that investors and manufac- 
turers alike may have some idea of what 
is to be expected. 

One prime example of this operation 
is the relation of the number of marri- 
ages taking place in the United States to 
the volume of consumer goods neces- 
sary to satisfy present and future needs 
and the amount of investment capital 
that must be on hand to turn out these 
goods. Marriages are taking place in 
this country at the highest rate in his- 
tory. This rise in matrimony is due to 


the depression years of the 1930s, the 
inadvisability of marriage during the 
recent war years and present high 
wages. The effect upon business is evi- 
dent. Housing is needed, building ma- 
terials are hard to get, household ap- 
pliances and real estate are at a premi- 
um, Other businesses affected are those 
which provide home services, including 
telephones, electricity, fuel, gas and 
water. And insurance of every type is 
sold—life insurance because marriage 
results in dependency, fire insurance to 
cover home and possessions and burg- 
lary insurance to cover possessions. 
This demonstrates how the economist 
can, even in such a simple case as 
marriage, determine to some degree im- 
portant shifts in the business world. 
Life Insurance Assn. of America has 
been making headway in plans to co- 
ordinate the research departments of all 
life companies so that they may work 
together and avoid repetition in the 
study of the same subject. To simplify 
this procedure the association formed 
the Life Insurance Investment Research 
committee. This committee will act as 
a liaison agency between research 
sources, insurance and non-insurance. 
One part of the committee’s job will 
be to originate research projects and 
then to farm them out to individual life 
companies for further study. The com- 
mittee will keep abreast of the progress 
of the investigation and will put forth 
any assistance that may be necessary. 
_ A second task facing the committee 
is research it will do itself, without 
outside aid. The reason for taking up 
an investigation may be due to the 
urgency of getting information as rap- 
idly as possible or it may be the desire 


to keep the information strictly confiden- 
tial. 

The committee has arrived at two def- 
inite problems that should be undertaken 
immediately and on a continuing basis. 
The first is a comprehensive study of 
economic, technological, legal and in- 
stitutional changes affecting investment 
policies. This-study would deal, for ex- 
ample, with the question cf how future 
aid to Europe will affect investment op- 
portunities. Secondly, the committee 
will continue to investigate the policy 
of the federal government in areas where 
it is likely to have some influence on 
the plans of life companies. 

Other projects that will be stressed 
in the future include research proj- 
ects in the field of mortgage finan- 
cing, trends in life insurance invest- 
ment experience, investment experience 
in prererton alors and the over-all prob- 
lem of investment outlets. 


Canadian Rate Rises 
Hit by Labor Economist 


TORONTO—Cleve Kidd, labor econ- 
omist and research director of United 
Steelworkers Union, has attacked life 
insurance premium increases in Canada 
on the ground of an “improper profit- 
per-unit philosophy,” stating that “they 
are not justified in raising their premium 
rates when their profits have increased 
enormously.” Mr. Kidd, who has been 
quoted in the Toronto “Daily Star,” 
holds that since Canadian life insurance 
sales for 1947 were $1.45 billion against 
$380 million for 1938 the amount of 
profit is “enormously greater’ even 
though the rate of profit has decreased. 

Mr. Kidd makes no mention of the 
fact that life company expenses such as 
commissions, medical examinations, and 
underwriting and policy writing ex- 
penses are largely proportional to the 
amount of business done and no very 
great economies result from increased 
volume of business, as is the case with 
some products. 
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A Good New Year’s Resolution 


As we begin the new year, one thing that every man and 
woman in the field can do to start off 1948 on the right 
foot is to join the local life underwriters association and 
thus become an integral part of the National Association 
of Life Underwriters. And a good resolution for every 
present NALU member would be to take a more active 


Every life insurance representative in the field has a 
responsibility to the business in which he is engaged. 
He should be exerting some effort which contributes to 
its growth, development and advancement. There is no 
better way to foster that which is good and constructive 
both for the fieldman and for the policyowners he serves 
than active membership in the NALU. 


Through its capable officers and trustees, the NALU is 
doing everything it can to protect the interests of the 


ingly important public relations factor in the business. 
Every agent should get in and do his part. 


Insurance in Force Dec. 1, 1947 — $340,719,743 
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Fitzgerald Gives 
N. W. Mutual's 
Year-End Figures 


Preliminary figures on Northwestern 
Mutual’s insurance in force indicate a 
year-end total of 
about $5.4 billion, a 
net increase for the 
year of about $350 
million, while as- 
sets totaled around 
$2,155,000,000, a net 
increase of about 
$135 million, said 
President Edmund 
Fitzgerald at the 
opening session of; 
the company’s east- 
ern regional meet- 
ing in New York 
City. 

During 1947 
Northwestern paid out about $121 mil- 
lion to policyholders and_ beneficiaries 
under insurance transactions arising 
during the year. Payments from de- 
posits under settlement options and diy- 
ident accumulations totaled almost an- 
other $28 million. 

Mr. Fitzgerald mentioned the im- 
proved rate of interest on new bond in- 
vestments, the company’s largest form 
of investment. For the first time since 
1940 he was able to report a year-end 
increase in the mortgage loan account, 
the increase during 1947 being roughly 
$33 million as against the 1946 decrease 
of $14 million. There was also a $20 
million increase in the investment real 
estate account. Mr. Fitzgerald said the 
most encouraging trend in the mortgage 
field is the increase in the residence loan 
account, including GI, FHA, and con- 
ventional type of loans to individuals. 








E. Fitzgerald 


Farm Loans Are Scarce 


Regarding farm loans, Mr. Fitzgerald 
expressed regret at their scarcity and 
said that in one Iowa farm area only 
one country bank had less than a mil- 
lion dollags of deposits and all farms 
bought thereabouts in the previous six 
months had been paid for in cash, indi- 
cating that the farmers there are better 
prospects for life insurance than for 
farm loans. 

Mr. Fitzgerald said the compatsy’s av- 
erage net rate of interest return for 1947 
would be close to 3% and might even 
be slightly above that when the final fig- 
ure was available. The mortality rate 
among Northwestern Mutual policyhold- 
ers for 1947 was the lowest in the coun- 
try’s history. 


Helps National Solidarity 


Mentioning the disturbed state of the 
world, Mr. Fitzgerald said that life in- 
surance people are probably making 
their best contribution toward solving 
national and international problems by 
promoting the feeling of family solidar- 
ity and security through life insurance 
for a national feeling of solidarity and 
security can come only from the accum- 
ulation of these feelings among the indi- 
vidual people and families of the coun- 
try. Every ‘contribution of life insur- 
ance to the people’s security gives them 
renewed faith in the American system 
and its benefits, he said. 

Discussing the human element in the 
company’s operations, Mr. Fitzgerald 
said he liked to feel that in “our render- 
ing of service under our life insurance 
contracts we do a better job of personal 
service than required by the mere lan- 
guage of our contracts and I know that 
you feel that in your giving of service to 
your prospects and policyholders you do 
a better job than called for by the lan- 
guage of your agents’ contracts.” 


N. A. I. C. Dates June 6-10 


The dates for the annual meeting of 
National Assn. of Insurance Commis- 
sioners have now been officially set as 
June 6-10 at the Bellevue--Stratford ho- 
tel, Philadelphia. 
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N. W. National 
Again Leads 
Statement Parade 


A $58,731,141 gain in insurance in 
force to a total of $743,957,689 and a 
$14,974,194 gain in assets to $155,632,- 
364 feature the annual financial state- 
ment of Northwestern National Life, 
which as usual was released Jan. 1 to 
lead the parade of annual statement pub- 
lications. 

The earnings were reduced somewhat 
largely due to low interest rates on in- 
vestments and rising costs of doing busi- 
ness, President Ronald G. Stagg said. 
Nevertheless, the company is continuing 
its program of strengthening reserves 
for policy and other contract liabilities. 
Also, $500,000 has been transferred from 
a contingent to a definite liability for 
retirement plans for employes and 
agents. The item of capital, contin- 
gency reserves and surplus stands at 
$10,182,544, as compared with $10,202,- 
603 a year ago. 


Many New Home Loans 


A record volume of new home loans, 
partially offset by heavy mortgage pay- 
offs, left a net increase of $8,471,838 
in mortgage loans outstanding, to $23,- 
936,826, compared with $15,464,988 a 
year ago. 

Premium income increased from $18,- 
148,981 in 1946 to $19,901,628. Policy 
reserves were $115,593,355. Death claims 
paid were $3,906,654 compared with $3,- 
761,436, payments to living policyhold- 
ers, aside from policy loans, were $3,- 
975,399, making a total of $7,882,053 
paid policyholders and beneficiaries. 

. S. government securities totaled 
$74,045,567, compared with $77,431,247. 
a year ago. Railroad bonds totaled 
$8,849,072. Public utility bonds in- 
creased from $20,106,525 to $24,741,240. 

Policy loans registered a slight shrink- 
age, to $5,823,446. Ordinary business 
showed a decline of but 3% to $74,620,- 
096. Group sales rose to $6,502,400, from 
$2,299,250 in the preceding year. 

Lapses continued their moderate rise 
from the record low reached in 1945. 


D’Olier Group’s VA Study 
Widened by Administrator 
WASHINGTON—By agreement be- 


tween the new veterans administrator, 
Carl Gray, and former President Hoover, 
who heads a congressional commission 
to study organization of governmental 
executive departments and agencies, the 
assignment of the commission’s subcom- 
mittee headed by Col. Franklin D‘Olier, 
retired chairman of Prudential, has been 
broadened to include VA insurance pro- 
cedures as well as organization. When 
Colonel D’Olier was appointed head of 
the subcommittee last fall it was con- 
templated that the group would be lim- 
ited to studying VA’s organization with 
a view to possible improvements. Other 


insurance experts will be on the D’Olier 
committee. 
Gray said that regardless of the 


deadline fixed for the report and recom- 
mendations of the Hoover committee on 
executive reorganization in general its 
findings through the D’Olier subcom- 
mittee concerning insurance will not be 
delayed, and that as soon as possible 
after its report is furnished “we will 
take action on it as far as operational 
Procedures are concerned just as fast 
as We can put them into effect.” He said 
he did not know anything about VA in- 
surance personnel or procedure and that 
until he got a chance to steady certain 
matters he did not contemplate person- 
nel changes. This was in answer to a 
question about the future of Harold 
Breining, deputy VA administrator for 
insurance. 
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Leaders snapped 
at the annual meet- 
ing of Life Insur- 
ance Assn. are, 
from the left, Peter 
M. Fraser, presi- 
dent Connecticut 
Mutual; W. T. 
Grant, chairman 
Business Men’s As- 
surance; Alexander 
E. Patterson, presi- 
ident Mutual Life; 
Laurence F. Lee, 
president Occident- 
al Life of Raleigh; 
Harry W. Manning, 
managing director 
Great-West Life. 











Wilson May Hold on as Ky. 
Director for Few Months 


LOUISVILLE — Much speculation 
is being indulged in as to who will be 
named insurance director of Kentucky. 
Judge Harry B. Wilson, a local agent 
of Irvine, Ky., and a Republican, is now 
insurance director, under appointment 
made by Gov. Willis, Republican. Willis 
has now been succeeded by Earle C. 
Clements, Democrat. 

Mr. Wilson has been in office about 
2% years. 

Several Democratic names have been 
heard in connection with possible ap- 
pointment, including the former director, 
Sherman Goodpaster; also that of Mc- 
Kay Reed, general agent at Louisville 
for John Hancock Mutual Life, who 
was insurance commissioner some years 
ago for a short period; and then the 
name of Dan Talbott of Bardstown is 
popping up, even on the radio. Talbott 
was formerly state auditor, and in those 
days the auditor had complete control 


over the insurance department. How- 
ever, a younger man, and one who has 
not been even considered publicly, may 
have the inside track. Indications are 
that Mr. Wilson will remain in charge 
for a few months, or at least until the 
legislative session is over. 


N. Y. Life Buys and Leases 


Another Continental Plant 


New York Life has purchased the 
land and buildings of the Reading plant 
of the Container Co., subsidiary of 
Continental Can Co., and concurrently 
leased the property to Continental on a 
net rental basis. 

The transaction was in accordance 
with an agreement under which New 
York Life is financing additional plant 
buildings for Continental. The insur- 
ance company has acquired a large plant 
at Sacramento, and during 1948 expects 
to purchase facilities now under con- 
struction by Continental at other loca- 
tions. The financing may approximate 
$10,000,000. 
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Time for Thanks 


Benjamin Franklin, writing about the first Thanks- 
giving Day, expressed a thought good for the whole 


“There is a tradition,” he wrote, that “at length when 
it was proposed . . . to proclaim another Fast, a Farmer 
of plain Sense rose, and remark’d, that the Inconveni- 
ences they suffer’d, and concerning which they so often 
weary d Heaven with their Complaints . 
ishing every day . .. that the Earth began to reward 
their Labour, and to furnish liberally for their Sub- 
sistence; that the Seas and Rivers were full of Fish, 
the Air sweet, the Climate healthy, and, above all, that 
they were there in the full Enjoyment of Liberty, civil 
and religious. He therefore thought, that reflecting and 
conversing on these Subjects would be more comfortable, 
as tending more to make them contented with their Sit- 
uation; and that it would be more becoming the Gradi- 
tude they ow’d to the Divine Being, if, instead of a Fast, 
they should proclaim a Thanksgiving.” 


THE PENN MUTUAL LIFE INSURANCE CO. 
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Sees Taft-Hartley 
Law as Spur to 


Group Coverage 


NEW YORK—The Taft-Hartley law 
without doubt will cause a substantial 
rise in group insur- 
ance, according to 
Matthew Woll, 
president of Union 
Labor Life and 
vice-president of 
the American Fed- 
eration of Labor. 
The new law will 
be a great incen- 
tive to this type of 
insurance because 
for the first time 
federal legislation 
has designated wel- 
fare funds as a 
basis for collective 
bargaining between organized labor and 
employers. 

The law is also focusing the attention 
of unions that have never had welfare 
funds on group insurance and most of 
the new agreements that are being 
drawn up contain a clause pertaining to 
it. Mr. Woll believes that this type of 
insurance is a great public service and is 
in the public interest. For example, 
since the amount of insurance in group 
plans is very small, between $500 and 
$1,000, people will realize that additional 
insurance, which they will purchase 
themselves, is necessary to properly 
care for their families and themselves in 
case of dedth or accident. 


Doesn’t Jeopardize Agent 


Mr. Woll said that no matter how 
widespread group insurance plans may 
become they will not jeopardize the in- 
dividual underwriter system of selling 
life insurance. 

Some state life insurance laws will 
have to be altered to conform with the 
Taft-Hartley law. The New York state 
law says that no trusteeship may be 
formed between union and employer in 
regard to the handling of a welfare 
fund, while the federal legislation re- 
quires it. 

Mr. Woll traced the growth of com- 
pany and union welfare funds during the 
jast war and said that the “little steel 
formula” was very influential in the de- 
velopment and recognition of these 
funds. Many companies started welfare 
funds when the salaries they could pay 
employes were limited by law and the 
a they put into the funds was tax 
ree. 


To Affect 15 Million Workers 


Not only will trade union members be 
affected by the passage of the Taft- 
Hartley law in respect to group insur- 
ance but also all of the 15 million or- 
ganized workers in the United States. 
Because it takes some time to organize 
a group plan and the law has only been 
in effect since August, Mr. Woll said 
that no figures are now available to show 
any great rise in the number of group 
plans during the last four months. He 
said that when the plan is being handled 
by the union the employe retains his in- 
surance even when he changes his place 
of employment. In other words so long 
as he holds his union book in good 
standing he is eligible for insurance 
benefits. 





Matthew Woll 





Ways and Means Committee 
Probes “Employe” Definition 


WASHINGTON—The House ways 
and means committee plans to hold hear- 
ings on problems involved in proposed 
internal revenue bureau revision of its 
regulation defining employes for social 
security taxation purposes, which would 
include most life agents as employes. 
Chairman Knutson protested that the 
bureau goes “far beyond any coverage 
intended by Congress,” and announced 
he would call hearings early this month, 
though no date has yet been scheduled. 
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LIAMA Committee 
Chairmen Appointed 


Dudley Dowell, vice-president New 
York Life, and president of L.I.A.M.A., 
has appointed the following committee 





F. L. Barnes V. S. Welch 


chairmen: Finance, R. B. Coolidge, Aetna 
Life; membership, S. E. Miles, Provident 
Life & Accident; mass coverage, V. B 
Coffin, Connecticut Mutual; Canadian 
companies, J, A. McAllister, Sun Life of 
Canada; research advisory, Roger Hull, 
Mutual Life; agency costs, W. R. Furey, 
Berkshire; accident and health, R. H. 





J. R. Hull V. B. Coffin 


Belknap, Occidental; public information, 
W. F. Hanselman, Union Central; qual- 
ity business, F. L. Barnes, Ohio State; 
relations with universities, H. G. Ken- 
agy, Mutual Benefit Life; annual meet- 
ing, V. S. Welch, Equitable Society; 
cooperation with other organizations, 
R. H. Denny, State Mutual; compensa- 
tion, E. G. Johnson, Penn Mutual; edu- 
cation and training, R. E. Fuller, Equit- 
able of Iowa; field personnel, J. Harry 
Wood, Paul Revere; joint education and 
training, V. B. Coffin, Connecticut Mu- 
tual. 


Mich. Agency of Ohio State 
Wins President's Trophy 


The Michigan agency of Ohio State 
Life will be presented the president’s 
trophy at an agency meeting in Detroit 
to be held soon. In the campaign in 
honor of President Claris Adams the 
agency exceeded its quota by 283.6%. 
The Columbus agency produced a larger 
volume but insurance above quota was 
the basis of scoring. Approximately $7 
million was written in the campaign. 


Two Courses in So. Cal. 
LOS ANGELES — University of 


California extension division will con- 
duct two courses in life insurance. The 
first, starting Jan. 14 and running for 
20 meetings, with Stanford Bissell as 
instructor, will cover Part A of the 
C.L.U. examinations. The second course, 
with Elmer C. Low, member of the 
California bar, as instructor, will run for 
18 meetings. It prepares for C.L.U. 
Part C. 


Can‘t Require Loan Insurance 


In a hypothetical case, the Virginia 
corporation commission has ruled that a 
small loan company cannot require a 
prospective borrower to take out life 
insurance that would discharge the loan 
in the event of death. The majority opin- 
ion held that the soliciting or writing of 
life insurance‘ constitutes a business 
other than that of making small loans. 








H.O. Underwriters — 
Groups Draw Up 
Joint Standards 


The education committees of Institute 
of Home Office Underwriters and Home 
Office Life Underwriters Assn. have 
drawn up joint standards of education 
training and examinations for home 
office life underwriters. 

The two selection groups will appoint 
a joint committee which will arrange an 
examination each year. A certificate 
will be awarded successful candidates, 
The first examination is expected to be 
held in the spring of 1949 with Life 
Office Management Assn. cooperating, 

To be eligible a candidate must be 
recommended by a member of one of 
the two underwriters’ groups; must be 
actively working in home office under. 
writing, must pass L.O.M.A. examina. 
tions 1, 2, 3 and 4, or parts 1 and 2 of 
the general proficiency course of Life 
Insurance Institute of Canada. 

_ Those expecting to take the examina. 
tions may sit for the L.O.M.A. exams in 
the spring of 1948. The names of candi. 
dates should be sent to John T. Acree 
Jr., Lincoln Income Life, Louisville, who 
is secretary-treasurer of the Institute, 

The Institute of Home Office Under- 
writers will hold an executive commit- 
tee meeting in Cincinnati on Feb. 7 to 
appoint committees and plan the annual 
meeting in November. Washington Na. 
tional represented by O. E. Crook, has 
been admitted bringing the membership 
to 177 companies. 





Verne Forkel Advances in 
Hooper-Holmes Bureau 


Verne W. Forkel, sales manager at 
Chicago for the midwest division of 
Hooper-Holmes Bureau, has been pro 
moted to assistant vice-president and 
early in February will be transferred to 
the executive offices in New York. He 
will assist J. Charles King, executive 
vice-president, in a sales capacity. 





Discuss Cal. UCD Benefits 


Los Angeles Group Managers Assn, 
devoted its January meeting to discus- 
sion of UCD benefits, centering on what 
the companies should do in 1948 to 
compete successfully with the state. 

It was decided to name a committee 
of five to study the situation and recom- 
mend what the companies should do to 
bring benefits under voluntary plans 
more in line with the state benefits 
rather than to increase the benefits. 





_ The Jack White agency of Prudential 
in Los Angeles celebrated its 25th anni- 
versary. Its 1947 production was $8,- 
980,613 ordinary and $6,793,000 group. 
It covers Los Angeles, Ventura, Santa 
Barbara and San Luis Obispo counties. 





DO YOU KNOW A GIRL 
To fill a $3,000 a year position? 


A brokerage firm which handles a 
considerable volume of pension busi- 
ness in addition to its life business is 
looking for a girl between the ages of 
25 and 35 to supervise the insurance 
details, including calculation of rates 
and benefits, preparation of applica- 
tions, arrangement of medical exami- 
nations, requests for beneficiary and 
settlement agreements, etc. While she 
will write her own letters she should 
have stenographic ability and prefer- 
ably be a college graduate. 


No fee on the above position. 
COLLEGE PERSONNEL, INC. 


25 E. Washington St., Chicago, Illinois 
Andover 6333 
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TOP-FLIGHT PERSONAL PRODUCERS! 





Look at these commissions being paid by Sterling 
General Agents to their men! You who know the 
insurance business will instantly see that these com- 
missions ARE UNUSUALLY HIGH! So high—they 
give a real incentive to men... they keep men work- 
ing longer, harder . . . they reduce agent turnover 
to a minimum! You know what commissions like 
these will do for your general agency, especially 
when tied up with BIG OVERWRITE for YOU, 
and our complete line of fast selling top value poli- 
cies in all popular forms of protection: lifetime in- 
come, commercial H & A, hospitalization, doctor’s 
bills policy, and complete line of life insurance in- 
cluding famous, fast selling $10 unit of life expect- 


ancy. 
LEADS! LEADS! LEADS! 


Thousands of current policyholders leads—proven suc- 
cessful for large volume sales—planned concentrated 
mailings—newspaper—radio—match distribution—pro- 
ducing plenty of leads in your territory. 


GET THE FULL MONEY-MAKING STORY NOW! 


Sterling offers experienced, ambitious General Agents 
a tremendous opportunity to make MORE MONEY to- 
day and to build a bigger business in the years ahead. 
LIBERAL VESTED RENEWALS added to generous im- 
mediate commissions increase your income day by day. 
Friendly, sincere cooperation in every department, 
cooperation unique in the insurance business, helps you 
build big and fast. General Agencies now available in 
ILLINOIS, IOWA, OHIO, KENTUCKY, MISSOURI and 
WEST VIRGINIA. Expansion to additional states will 
soon be announced. Write for full information in com- 
plete confidence. Address Mr. L. A. Breskin, President, 
Sterling Insurance Company, 737 N. Michigan Ave., 
Chicago 11, Illinois. 


This is Your Opportunity to Start Your Own General Agency! 


STERLING 


INSURANCE COMPANY 


CHICAGO 
“ae dokid aud geuutue ad tt3 uame™ 
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The Specializing Producer Emerges 
as Sovereign Figure in Group Field 





The tremendous increase in popular- 
ity of group life and casualty coverages 
has had the effect of swelling the ranks 
of specializing group producers in the 
large centers. Although a certain num- 
ber of agents and brokers have made a 
comfortable living specializing in group 
sales almost since the creation of mass 
coverages, the last few years has seen 
a manifold growth in their importance 
and remuneration. 

The specializing group producer to- 
day is a man of towering importance 
in the group insurance field. Direct 
writing is a threat to his sovereignty, 
but still the majority of the large group 
insurance accounts are controlled by 
such men. As is the case with many 
successful producers of ordinary life in- 
surance, the high powered group pro- 
ducer cultivates social connections with 
top people locally and nationally. He 
knows that the big cases are seldom 
cracked by anything remotely resem- 
bling a cold canvass and that months 
of groundwork are necessary. His local 
contacts often lead to cases which 


spread across the country and he is a 
much traveled individual. 

This is not to say that the success- 
ful specializing group producer is long 
on “drag” and short on knowledge, far 
from it. This specializing salesman usu- 
ally shops around for his coverage. In 
order to get the best deal for his as- 
sured and for himself, he is required to 
know as much if not more than the 
company group representatives with 
whom he deals. He is retained by his 
assured as an expert in mass coverages 
and he must prove himself such in the 
highly competitive climate of the group 
field today. 


Form Employe Benefit Teams 


The group producer frequently works 
with a pension expert or a pension firm 
to form one of the increasingly popular 
and successful employe benefit firms. 
Such teams with the proper accounting, 
administrative and legal help, are un- 
beatable combinations. 

The experience born knowledge of 
many of the big group producers makes 


them something of anathema to com- 
pany group men. A number are men 
who left company group ranks to be- 
come producers and are older and more 
experienced in group insurance than the 
company men with whom they work. 
In the case of where a _ specializing 
group producer is selling a job, the 
company man is far less important than 
in a case involving the ordinary agent 
or broker. The experienced producer 
surveys and programs-the group needs 
of his client, draws up a prospective 
plan and then seeks to find the com- 
pany which will meet his standards. 
He is usually able to bring some com- 
pany around to his views, frequently 
using as a lever the group casualty 
coverages which are almost totally non- 
standardized. There is a great deal of 
variety from company to company on 
group casualty practices and between 
cases written by the same company. 
The companies use the accident and 
hospitalization coverages as their bar- 
gaining weapon and are accustomed to 
custom-tailoring to win a piece of busi- 
ness. The risks which the specializing 
group producer has to offer are usually 
good ones and he is often able to name 
his own terms. 

One of the biggest jobs which the 
specialist does is to go into a firm which 





tige, and publicity. 


The 





Backed by his Company’s Lincoln 
Foundation, the LNL man has un- 


usual opportunities for contacts, pres- 


but inexpensive Lincoln items such as 
statuettes, books, book ends, plaques, 
banks, paper weights, displays, pic- 





Unique Friendship Builders 


tures, and literature are available for 
the LNL man’s use in February and 


Highly-valued 


These unique 


field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


throughout the year. 


provide another reason for our proud 
claim that LNL is geared to help its 


friendship builders 











has a number of branches and many 
different group policies in effect. The 
producer will look over all the policies 
and point out to the employer the ad- 


vantage, from an administrative and a | 


cost point of view, of increasing benefits 
and putting all these policies in one 
company, usually one of the companies 
which has a portion of the group busi- 
ness already in effect. Here the pro- 
ducer brings his acquaintance with com- 
panies and their practices into the best 
use. He knows, for example, which 
companies, generally speaking, have. the 
lowest retention rates and conversely, 
which companies will keep all the pre- 
mium they can. When he finds which 
company has the lowest retention rate 
on the business that has been in force 
with the particular employer and in- 
tegrates it with his knowledge of what 
the various companies on the risk have 
done in other cases, he has a very con- 
vincing argument to present the em- 
ployer. 

Their Opinions Are Valuable 


It is easy to see that men with such 
influence and experience may have 
opinions worth considering, even though 
they are not exactly flattering to the 
status quo. Quite a few of these men, 
for example, feel that the life insur- 
ance companies are lax in the group 
service which they are providing. They 
say that the entire emphasis of many 
of the life insurance companies is on 
competition for group sales, and that 
once the sales are made, the companies 
forget about the service. The group 
producers point out that initial low 
cost is of no value to an employer if 
he fails to get decent servicing after- 
ward and if the insurance company for- 
gets its retention promises. 

Many of the big group producers feel 
that today the mutual casualty com- 
panies are doing a far better job of 
servicing than the life insurance com- 
panies. They maintain that life insur- 
ance company group departments often 
place far too much emphasis on sales 
and are not adequately staffed with 
group service men who are able to give 
the day to day, year to year attention 
to group administration. They feel that 
the mutual casualty companies with 
large staffs of salaried service men, 
place an emphasis on speed in their 
claim service which more life companies 
would be wise to emulate. 

Another criticism which group pro- 
ducers voice of the life companies which 
deal in casualty coverages is that few 
of the companies stand in well with the 
hospitals. They can cite case after case 
of hospitalization in which the hospital 
balked at dealing with the insurance 
company, even though that company was 
a huge and important entity. All the 
trouble seems to stem from the fact 
that the insurance company has not 
taken the trouble to establish the neces- 
sary contacts with the hospitals and win 
their confidence. This same fault has 
given Blue Cross a competitive advan- 
tage. 

These big producers usually find that 
though the so-called “conference” group 
writing life companies are usually some- 
what higher on initial rates, their re- 
tentions are less and in the end they 
are about even with the ambitious “non- 
conference” carriers. 


McDonald Foresees Another 
Phenomenal Group Year 


The immediate and long-haul future 
of group business is bright with 1948 
at least as favorable as 1947, E. C. Mc- 
Donald, second vice-president of Metro- 
politan Life, predicts. 

If a young agent desires to specialize, 
he might very well consider this branch, 
Mr. McDonald says. In spite of sug- 
gestions that the saturation point is near, 
he feels that group insurance will be- 
come an even mightier force in cement- 
ing employe good will. Veterans in the 
group business are not seeking greener 
pastures elsewhere, he comments, 
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Cancel Liens on 
ll. Life Policies 


Removal of liens as of Jan. 1, 1948, 
from all policies of the former Illinois 
Life has been effected by Central Life 
of Iowa, which has custody of Illinois 
Life assets. All policies currently sub- 
‘ect to lien are restored to full value in 
accordance with their terms except for 
any unpaid lien interest and other policy 
indebtedness. 

The lien was originally established at 
70% of the Illinois Life’s net equity as 
of Nov. 28, 1932. The lien has been 
gradually reduced, reaching approxi- 
mately 8% Dec. 31, 1947. To wipe out 
the lien entirely, the earnings of the 
Central Life’s Illinois Life fund for the 
next few years are being anticipated. 
This means a substantial saving in cler- 
ical costs by removing 8,500 individual 
liens from the books and a saving in 
interest to policyholders. Central Life 
is advaticing the funds required to antic- 
jpate these earnings in line with the rec- 
ommendation of P. B. Eckhart, repre- 
sentative of the court, and an order en- 
tered by the federal court. The sum 
advanced by Central Life will be repaid 
from future earnings of the Illinois Life 
fund. Removal of the lien was effected 
despite the handicap of generally low in- 
terest rates and the fact that when de- 
livered to Central Life practically none 
of the assets were producing any income 
or interest. 





Seek to Restore to RFC 
Preferred Stock Route 
WASHINGTON 


appearance before a special Senate sub- 
committee to ask that legislation to re- 


store to Reconstruction Finance Corp. | 
authority to make loans to insurers col- | 
lateralized by preferred stock or to pur- | 
This was dis- | 


chase preferred stock. 





, y Superintendent 
} Dineen of New York soon will make an | 


closed by John D. Goodloe, chairman | 
of RFC, who stated that he would not | 


oppose such a proposal. 


Last June Congress limited 


RFC’s | 


lending power so as to permit it to | 


make only direct loans to insurance 
companies and banks. This removed 
the authority to make loans on the pre- 
ferred stocks of the borrower as collat- 








eral, or to make direct purchase of pre- | 


ferred stock. 

A direct loan to an insurance com- 
pany would not give relief to one that 
needed to improve its surplus position 
because such a loan would create equal 
amounts of liabilities and of assets. 


It | 


would serve insurers that needed liq- | 
uldity to meet cash demands without | 


sacrificing securities in 
market. 

Mr. Goodloe said that he sees no im- 
mediate need for the preferred stock 
type of financing, but so long as RFC 
is standing by, “sort of as a fire hose, 
I think we should have that authority.” 

Throughout the country insurance 

companies have borrowed on direct loan 
from RFC $90,693,209, all of which has 
been repaid. Borrowed on a preferred 
stock basis was $52,050,000 of which 
$45,815,010 has been repaid. 
_ The preferred stock plan, it is be- 
lieved, was used only for fire and cas- 
ualty companies. The life companies 
were aided in the depths of the depres- 
sion by direct loans. 


Malone Blocks Switch to 
Union Trusteed Group Plan 


HARRISBURG—Commissioner Ma- 
lone has refused to approve a proposed 
agreement between Pittsburgh hotels 
and the local of the Hotel & Restau- 
rant Employes Alliance, under which a 
trust fund for group insurance is man- 
aged by the unions. Premiums would 
be paid by the employers through the 
fund and the group would be written in 
Prudential. 

Some months ago, the commissioner 
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a depressed | 


scrapped a system under which the 
union handled the insurance directly. In 
rejecting the new proposal, Commis- 
sioner Malone said, “these employes are 
now enjoying benefits of an insurance 
program exactly the same as one called 
for in the new agreement. Under the 
present plan, however, the insurance is 
purchased by each individual hotel for 


its employes. The money is handled 
and the insurer selected by the em- 
ployer.” He commented that the new 


plan does not give employes any more 
insurance than they already have, but 
merely transfers operation of the plan 


““NEW ENGLANDER” 2-3-5 


... provides term protection for 2, 3 or 5 years, 
with automatic conversion to our new Life 
Paid-up at 85 policy. This latter policy in turn 
guarantees conversion, if desired, to another 


form of permanent insurance. 


* 


5-YEAR OR 10-YEAR TERM 


... provides protection for the specified num- 
ber of years (5 or 10), and is convertible or 


renewable. 


from the employer to union officers. 

He said that in addition to the basic 
protection, many hotel employes now 
have additional life insurance by con- 
tribution and one hotel provides contrib- 
utory hospitalization. Under the agree- 
ment that would make union officials 
trustees, these employes lose all of this 
contributory protection. He called for 
adherence to Pennsylvania law which 
makes it incumbent on companies and 
their representatives to make a complete 
comparison of policies held with policies 
proposed to be sold when inducing a 
policyholder to lapse, forfeit or surren- 


der his insurance to take out a policy 
with another company. 


Ninety in Million Club 


Pacific Mutual Life’s Million Dollar 
Club now has 90 members, with 19 in 
the multiple million class. Fred L. 
Hirsch of the Lem C. Swinney agency 
at Dallas heads the list with $7 million 
of insurance in force on his clients. 








The Southland Life 1948 convention 
will be held in San Antonio beginning 
Jan. 28. 
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FAMILY INCOME RIDER 
MORTGAGE RIDER 


. +. attached to any form of permanent insur- | 
ance with premiums payable for at least as 
long us the term of the rider, these riders 
provide specialized coverage for the number 
of years specified in the policy. 
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TERM TO 65 


... provides protection to age 65, with a level 
premium during the period of coverage. It is 
convertible to a permanent form of insurance 
up to insured's age of 60. 
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Our New Term Team 


ew term policy-contracts are designed to fit any kind 
of a term problem that a life insurance man may meet. 

Brand new in the line-up is the Term to 65 policy which, 
| in addition to the features mentioned above, includes a 
cash and loan value after payment of the second annual 
premium. The New Englander, 2-3-5 is an improved ver- 


sion of the former New Englander, which was on a 1, 2 


or 3 year term basis. 


The Family Income Rider provides income for a family for 
the balance of a stated number of years (10, 15, 20 or 25) 





from the date of issue. The Mortgage Rider provides an 
extra one-sum benefit to cover an amortized mortgage in 
case of such need. Either rider may be attached to the 
Term to 65 policy in addition to permanent forms. 

As of November 1, 1947, New England Mutual policy- 
contracts were revised and improved to meet conditions 
of a longer-living world. The new line of contracts contain 
provisions which have been expanded and liberalized to an 
even greater extent than the traditionally-liberal New Eng- 
land Mutual contracts had been during the past 104 years. 


New England Mutual 


George Willard Smith, President 
The First Mutual Life Insurance Company Chartered in America—1835 
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Finlayson Retires 
as Canadian Chief 
After 33 Years 


a 
OTTAWA — One of the leading in- 
surance figures in Canada, . Fin- 
layson, superintendent of insurance for 
Canada, has retired from that position. 
This is revealed in an official announce- 
ment by Prime Minister King. He is to 
be succeeded by Robert W. Warwick. 

Mr. Finlayson was born in 1882 at 
Merigomish, N. S., and graduated at 
Dalhousie University. 

He entered the Dominion insurance 
department in 1907 and had been the 
superintendent since 1914. 


Insurers Hold 34% of FHA 
Insured Mortgages 


WASHINGTON — Federal housing 
administration announces that as of 
June 30, 1947, insurance companies held 





such insured mortgages. Insurance com- 
pany holdings were exceeded only by 
those of commercial banks, which rep- 
resented 44.2% of the total. 


Lincoln Natl. Man Named 
Asst. Director at Purdue 


Victor K. Miller, district agent for 
Lincoln National Life at Greenfield, O., 
has been granted a year’s leave of ab- 
sence to become assistant director of 
the Purdue life insurance marketing 
course. Mr. Miller, a graduate of Ohio 
University in 1930, held administrative 
posts in the Ohio public schools. Later 
he became superintendent of an electric 
company in southern Ohio. During the 
war he was a major in the air forces. 
He joined Lincoln National, becoming a 
leader in production. Mr. Miller is a 
graduate of the Purdue course. 








Watson Speaks at Newark 


Life Insurance & Trust Council of 
North Jersey will hold its annual meet- 


a total of 293,195 mortgages insured ing and dinner at Newark Jan. 15. 
under sections 203 and 603 of the federal Wallace N. Watson, president of 
housing act. These mortgages had a Estate Planning Corp. of New York, 


face amount of $1,352,823,627 and rep- 
resented 33.9% of the total amount of 


a member of the Million Dollar Round 
Table, will speak. 








are outstanding sales tools. 
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WHY RELIANCE 


SALESMEN 


PROGRESSIVE RELIANCE REPRESENTATIVES 
UTILIZE MODERN SALES METHODS 


Reliance sales promotion material has, for many years, 
contributed to the success of its field men. 


New modern sales aids are constantly being developed 
and made available to Reliance representatives. The 
wide variety and quality of this material is appreciated by 
Reliance field men from coast to coast. Lead Service*(1) 
and Prospecting Service*(2), to mention only two plans, 


ARE 


SS accessfil. i 








*(1) Award of Excellence, Life Insurance 
Advertising Association, 1946 


*(2) Awarded Honorable Mention, Direct 
Mail Association of America, 1946 


The Reliance Life —A Fine Company ”’ 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 


Asheville BRANCH OFFICES St. Louis 

Atlanto Chattanooga Harrisburg Los Angeles Minneapolis San Antonio 
Baltimore Chicago Houston Louisville Nashville San Francisco 
Birmingham Cincinnati Jackson Martinsburg Norfolk Seattle 
Charleston Cleveland Jacksonville Memphis Philadelphia Tampa 
Charlotte Detroit Johnstown Miami Richmond Washington,D.C. 
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Truman Urges SS 
Extension, National 


Health Insurance 


WASHINGTON-—Social security ex- 
pansion and “comprehensive” compul- 
sory national health insurance were 
among President Truman’s recommend- 
ations to Congress Tuesday. Declaring 
the social security system is “only half- 
finished,” the President said, “We 
should now extend old age benefits, and 
survivors’ benefits to millions who are 
not now protected. We should also 
raise the level of benefits.” 

The President said “the greatest gap” 
in social security “is the lack of adequate 
provision for the nation’s health.” De- 
manding a national health program, he 
said the heart of it “must be a national 
system of payment for medical care 
based on well-tried insurance prin- 
ciples,” and that “our ultimate aim must 
be a comprehensive insurance system to 
protect all our people equally against 
insecurity and ill-health.” 

The House ways and means commit- 
tee Tuesday considered the proposed 
internal revenue regulation under which 
many life insurance agents would be 
classed as employes for social security 
taxation purposes. After hearing Treas- 
ury witnesses the committee reached no 
conclusion. The regulation has been 
postponed at least until Feb. 1. 





Mortgage Money 
Gets Dearer 


Keeping pace with the rapid increase 
in bond yields, the insurance companies 
have moved into higher ground so far 
as interest charges on new mortgages 
are concerned. The lowest mortgage 
interest quotations these days are 414% 
and this is only for preferred loans. 
Much of the new business is being 
placed at 5%. ‘Most companies have 
outstanding commitments on which they 
would get a one-half point better return 
if the negotiations were just being 
opened today. 


Sue Standard of Miss. 


NASHVILLE—Two suits have been 
filed in chancery court here charging 
Standard Life of Jackson, Miss., with 
“incompetent management” of assets of 
Independent Life of Nashville, which 
Standard took over in 1934. One suit, 
filed by five members of the stockhold- 
ers’ protective committee of Indepden- 
dent Life, accuses Standard of “keeping 
Independent apparently insolvent so 
that the trustees will inherit the business 
on Jan. 1, 1949.” The other suit, filed 
eight Independent policyholders, 
claims “gross mismanagexeent,” one 
item in the bill asserting that the ex- 
pense ratio figured against Independent 
averages 65%. The contract under which 
Standard took over Independent pro- 
vided for payment in full of all death 
claims occurring prior to Jan. 1, 1949. 
A 6% lien equal to the full tabular re- 
serve was established but has been re- 
duced by a total of 37%. 


Pyper to Salt Lake City 


LeRoy B. Pyper, former manager of 
California-Western States Life at Phoe- 
nix, Ariz., has been appointed manager 
at Salt Lake City. He succeeds Frank 
J. Mozley, resigned, who is now with 
Beneficial Life. 











Pension Plan “Insolvent” 


KNOXVILLE, TENN.— That the 
present city employes pension plan is 
“insolvent and will eventually break 
under the strain” was the report made to 
the city council by L. W. Ambrose, 
local agent, who was assigned by the 
council to investigate the plan. It per- 
mits retirement at half pay at 50 after 25 







——= 


years of service and the number who 
are doing this and taking other jobs are 
greatly increasing the pension roll, ac. 
cording to Mr. Ambrose. The employe 
contributes 4% of his salary and the 
city 3% which, on a $200 a month salary, 
would in 25 years amount to $4,200, 
However, this employe, retiring at 50 
on $100, during the 15 years he might 
be expected to live would draw $8,000, 
Mr. Ambrose cites this as a potential] 
serious weakness of the plan. 


Palmer at Los Angeles 


LOS ANGELES— — Weymouth L, 
Murrell, Mutual Benefit Life, was in- 
augurated Monday as president of Life 
Insurance Managers Assn. 

H. Bruce Palmer, vice-president and 
director of agencies of Mutual Benefit, 
spoke on “Broader Responsibilities in 
Agency Management.” He said there 
must be constructive thinking in the life 
insurance business, and questioned 
whether life insurance men are think- 
ing along the proper phases of their 
job, those of analysis, recommenda- 
tions and execution. He said it is nec- 
essary to keep thinking on optimistic 
lines. Managers should not hesitate to 
be critical, but the criticism should be 
constructive. 














FIRST OF R & R'S 


1948 PUBLICATIONS TO 
COME FROM THE PRINTERS 
WILL BE THE NEW BOOK 
ON SELLING THE SALARY 
SAVINGS PLAN. | 


AUTHORED BY TWO EX- 


PERTS IN THE SALARY 
SAVINGS FIELD, HARRY 
W. PHILLIPS AND ALEX 
R. HASLEY, the text starts at 
the beginning of the salary sav- 
ings sale, namely organized 
prospecting, and follows through 
step by step, (1) the phone or 
letter ‘contact with the employer, 
(2) the initial interview, (3) 
the open meeting with key em- 
ployees, (4) scheduling inter- 
views effectively and (5) con- 
ducting the interview either off 
or on the premises. 

THE NEW BOOK, 
LIBRARY BOARD BOUND, 
provides simple forms for doing 
a sound job of Social Security 
integration without too much 
time-taking detail. 

FOR THE MAN WHO HAS 
NEVER SOLD SALARY 
SAVINGS as well as for the 
expert, the new book will be 
priceless in its sales value. 


THE PRICE, $3.25 PER COPY 
—DELIVERY NOT IMME. 
DIATELY BUT IN THE VERY 
NEAR FUTURE. IF YOU 
WISH A COPY HELD FOR 
YOU, DROP A CARD. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 
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Autels, director, The position is a ground material concerning life insur- British life insurance, fraternal and sav- 
— Congressmen Want newly created one, necessitated by ex- ance. Last year’s book went to 60,000 ings bank life insurance, social security 
roll, aa panded activity in the division. and had 64 pages. : benefits, life expectancy, the new mor- 
empland Conn. Insurers to He was a glider pilot during the war, Most data in the new book is com- tality table and policy changes. 
and te was shot down in the Holland invasion plete through 1946 and not only adds 5 
th salam Build More Housin and spent eight months in a Nazi prison. another year currently to the tables and Seek Personnel Director 
$4,200 gq He is a Michigan State College graduate. phe des bie! in many as aoe par Miss Marion A. Bills of Aetna Life is 
ng at 50 HARTFORD—Heads of the five lo- sete ees statistics _ comment bac pi era chairman of a special examining com- 
he might ie : New “Fact Book” Issued more complete into the past. ere ar€ mittee to find qualified candidates for 
w $8,000 cal life ohm ag te. ae Eeeit, mortgage +. f - 60 chapter headings in the new book, the post of personnel director under 
potenti i loan executives are pondering a greater The second edition of the “Life Insur- compared with 35 in the 1946 edition. Hfartford’s new city manager govern- 
Wal | participation in building activity after ance Fact Book,” containing 96 pages, Among the new sections are those On ment. 
q visit pg the joint congressional com- has been released by the Institute of substandard insurance, mig So of com- - Gihtuie. cine k, Rich 
mittee on housing. Life Insurance and is going to 75,000 pany income, monthly investments, 7. R. Gardner, John Hancock, Rich- 
: The insurance leaders attended a editors, writers, ites oueae ‘and monthly life insurance purchases, life ge | eee ils. “whe cnaar tate 
juncheon and had an off-the-record dis- others interested in fundamental back- insurance in the world, Canadian and 49% increase in 1946 over 1945. 
nouth L. cussion with the visiting congressmen, 
was in- | and with Governor McConaughy. At 
t of Life | the get-together, Senator Sparkman of 
Alabama reportedly urged the com- 3 
dent and panies to play a role comparable to that HERE s OUR 
_ Benefit, of Metropolitan Life and some of the 
ilities in | Jarger companies elsewhere. Afterwards ‘ 
id there | he told reporters “we would like to see 
n the life | the Hartford companies build rental j - 
1estioned | housing projects as Metropolitan Life 
€ think- has done.” A similar view was expressed 
= - by eager ig) Chairman Representative 
mmenda- | Gamble of New York, who said there 
it is nec- | was little danger the companies could TO you AND THE NATION 
ptimistic | Jose much money thereby. 
Sitate to Men Non-C , 
10uld be Insurance en Non-Committal | TANDARD LIFE comes into its fourteenth year with an impressive 


record of growth, strength and service. During 1947 achievements 
“were again outstanding. The confidence of the public in the company 
remained unabated as evidenced by the increase of insurance in force 
to more than $48,300,000. Admitted assets climbed above the $6,000,000 
mark and other phases of our business showed correspondingly healthy 
increases. Not a bad record for a company only a little over a dozen years 
old: There follows a quick picture of the company’s remarkable progress. 


The insurance men were non-commit- | 
tal after the meeting, but Congressman 
Miller of Connecticut reported that they 
had agreed to meet again with Governor 
McConaughy to discuss the matter and 
to send one of their number to Wash- 
ington to appear at a hearing Jan. 15. 
Congressman Miller also sounded a note 
of warning. 


STEADY... 
SOUND GROWTH 














































































“This may be the last chance,” he -Aary wv. Wade 
said, “for private enterprise to solve | 7 . 
the housing problem.” The Hartford | ParsipEnt 
Courant also commented editorially that | 
‘Sf private enterprise, of which the in- 
surance companies are a part, and of 1935 1937 1939 1941 1943 1945 1947 
which they are earnest advocates, can- 
ice ih aes geome Ge eee. | $1,181,500 $6,138,000 $14,493,000 $16,147,718 $26,454,020 $36,317,204 $48,300,000 
ment must move deeper into the hous- | bd 
ing field. ‘When private enterprise for- oe). 
feits its chance its disciples have no | 5 A ceentin. 
cause to complain if the government pa ; 
si we over.” mer A U pr "se LIFE 
estimony on all phases of housing, == “TIRE. INSURANCE 
TO public and private, was given at a hear- == ae | maunanee MiURANCS pacery 
ERS ing at the federal building here, the | = mms _—t Ls ee one 
OK speakers including representatives of | = = 
RY contractors, banks, unions, veterans or- 
ganizations, tenants, and other inter- 
i wed groups. ae 1935 1937 1939 1941 1943 1945 
soil At the hearing in ashington Jan. 
RY 15 insurance representatives will ms $122,925 $273,169 . $536,313 $957,160 $3,125,147 
RY ably testify. L. Douglas Meredith, Na- 
EX tional Life of Vermont, is expected. 
s at Representatives of Aetna and Travelers, 
saV~ as well as the governor of Connecticut 
ized and Berkeley Cox, Aetna Life associate 
ugh counsel and chairman of the Connecticut 
> Or housing commission, may be included, 
yer, according to reports. The committee 
(3) Wants insurance executives’ ideas on 
oc j + oa can be done to encourage private | 
er- unds to into housing in the interest of 
on- private enterprise and to prevent whole- FINANCIAL STATEMENT—DECEMBER 31, 1947 
off sale socialization of housing. Assets Liabilities 
| First mortgage real estate loans.......... $1,886,077.88 Legal reserve for policyholders. .......... $3,364,797.00 
iD Hedges Has Heavy Schedule | Bonds—Amortized value............00+- 2,034,274.46 Policy claims— roof not complete... 33,343.00 
sing Bert A. Hedges, Business Men’s As- | Pref atte So ai alidas 535,398.00 Reserve for policy dividends and endow- 
rity surance, Wichita, chairman of the gen- | Sere Teme os 48 8 ees ¢ abies ment insurance coupons............... 353,729.07 
i eral agents and managers section of | Home Office Building—market value. ..... 365,155.00 Reserve for taxes... .....0 5.60.0 cee eee 16,554.69 
Vs N.A.L.U., has a heavy speaking sched- | Real estate under amortized lease........ 83,768.68 Premiums paid in advance............... 1,421,903.15 
. ule including: Jan. 12, Miami, General | SES EES Aen AIEEE 5 PROC 48,594.52 Supplementary contracts and miscellaneous _ 308,524.46 
AS Agents & Managers Assn.; 15, Jackson- | pts ee eg 950,124.00 Total Liabilities. ...........06. 0005: $5,498,851.37 
RY ville, Life Underwriters Assn. at noon | wre ee PS oe CAT RRS CENCE + ies Undivided earned profits................ 9,100.00 
the and general agents and managers in Cash in banks and on hand.............. 143,361.90 Contingency reserve—home office building 
be evening; 16, New Orleans, Life Under- Net premiums deferred and uncollected... 184,388.86 improvement................-0+0000: 7,303.00 
bg Assn. at noon and nee re Accrued interest receivable. ............. 25,823.02 Additional funds for protection of. policyholders 
and managers in evening; 19, Nashville, pe BOOMS bike t cia de coeee xs $150,000.00 
vf general agents and managers; 20, Mem- Ss |. ae mer try Fr rere ——_ Cunienenes ee eae 
RY phis general agents and managers; 21 * tuation in mortality and in- 
; Little Rock, general agents and manag- i $6,271,652.32 vestment values.......... 116,816.74 
OU ers; Feb. 7, Salina, Kan., Life Under- Deducting agents’ credit balances ........ 24,796.78 (0 ere $266,816.74 
OR writers Assn.; 13, Lawrence, Kan., Life r pipe: COIN MAMI og ss ssssods $464,784.43 731,601.17 
erwriters Assn.; . opeka, : 
Kan., Life Underwriters Assn.; 14, Em- Total Admitted Assets. .........00065 $6,246,855.54 TOMS icc ikki Cee eb eon $6,246,855.54 
poria, Kan., Life Underwriters Assn. 
ice || New Mich. Department Aid |e Doy-V dom aT ey RLU aN ed ae] TN, hg 
| LANSING, MICH. — Darlyle Wat- | fl 
ters of Jackson has been ‘aieenail aaaduaian OF INDIANA 


Indianapolis, Indiana 


Harry V. Wade, President 


director of the agency division of the 
Michigan department under Ray Des 
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PERSONAL SIDE OF THE BUSINESS — 











Vindication — and a Reminder 


The understanding which the life 
companies and agents have reached with 
the New York savings banks on the in- 
crease in the maximum amount per life 
which the banks may not only 
eliminates the possible need for airing 
this question in public, as was done last 
year, but vindicates the sincerity of the 
life people’s position, which some critics 
and some of the New York newspapers 
had attacked. 

One of the bitterest accusations 
the unfortunate publicity pre- 
ceded the New York legislature’s vot- 
ing on the proposed S.B.L.I. bill at the 
1947 session was the accusation that the 
agents were interested solely in protect- 
ing their own pocket-books from non- 
agency competition. The critics ob- 
viously regarded with cynical disbelief 
the agents’ statement that if savings 
bank life insurance were subjected to 
the same controls and laws as regular 
life insurance they would not care what 
its limits were. 

The agents’ stand was reiterated by 
President Leroy A. Lincoln of Metro- 
politan Life, who represented the life 
companies’ committee in announcing 
the agreement. It was the New York 
banking department, not the life com- 
panies or agents, that recommended a 
new limit of $5,000 rather than a higher 
one. 

Besides raising the limit from the 
present one of $3,000 to $5,000 the sav- 
ings banks’ insurance departments will 
be brought so far as is possible under 
the laws that apply to life companies. 
Banks will be spared the necessity of 
reinsuring policies in excess of $1,000. 
The banks will be made subject to the 
same laws that apply to insurance com- 
panies with respect to misleading com- 
parisons and unfair advertising. Some 
sort of qualification standards will be 
set up for savings banks personnel who 


issue 


in 
which 


deal with the public on life insurance 
matters. This is important and is con- 
sistent with the state’s policy of requir- 
ing examination of applicants for life 
insurance sales work. 

The negotiations leading up to the 
final agreement appear to have been 
conducted on a very 
and to have engendered a feeling of mu- 
tual respect between the life and sav- 
ings bank people. Nevertheless, neither 
the fact that many savings bankers are 
estimable gentlemen nor their willing- 
ness to accept the same rules of the 
game that apply to regular life insurance 
should blind life insurance people to the 


high-class basis 


basic evil of the savings bank life in- 
surance idea. 

Savings bankers can hardly be blamed 
for taking advantage of the fine sales 
promotion device which the New York 
legislature laid in their laps. But sav- 
ings banks life insurance is a backward 
step. One of the measures of life insur- 
ance progress is the spread of the pro- 


fessional concept among agents but 
S.B.L.I.’s_ position is that agents are 
not needed. It is almost as if the New 


York legislature were to decide that 
doctors were not so very important after 
all and that it would be all right for 
people to go to hospitals, diagnose their 
own ailments, and have hospital order- 
lies perform their operations. 

As an instrument for accomplishing 
its stated purpose of supplying low cost 
insurance to the poor, S.B.L.I. has failed. 
This group of people, no matter how 
sorry One may feel for them, are not the 
ones who go out and shrewdly shop 
around for low cost life insurance. Some 
of the needy have perhaps purchased 
S.B.L.I. policies but most of the buyers 
are people who know a bargain when 
they see one. While it would be diffi- 
cult to obtain accurate statistics it prob- 
ably would be fair to state that only a 
small minority would have purchased 
S.B.L.I. if it had not been for the sales 
efforts, direct or indirect, of agents. 
The very fact that the banks want to 
exceed the $3,000 per life limit shows 
how little they are interested in the 
original purpose of S.B.L.I. 

Despite the existence of S.B.L.I. in 
New York, Massachusetts, and Connect- 
icut, there is no reason to concede any 
appropriateness whatever in hitching 
life insurance to the savings banks’ coat- 
tails. In its 10 years in New York, 
S.B.L.I. has attained only $113 million 
in force, so it seems unlikely to over- 
shadow the regular life insurance 
business. But the mere fact that a sat- 
isfactory compromise has been achieved 
in New York should not give life insur- 
ance people anywhere else the mistaken 
idea that S.B.L.I. is something to accept 
as a competitor without making a last- 
ditch fight. For no matter how excel- 
lent a palliative may have been worked 
out in New York, the life insurance busi- 
ness and its policyholders would still be 
better off if the admirers of the late 
Justice Brandeis had chosen some other 
way of honoring his memory than to 
foist on New York the system of sav- 
ings bank life insurance which he devel- 
oped for Massachusetts. 


Emmett Russell, Jr., advertising man- 
ager of Life & Casualty, lost his home 
by fire during the Christmas holidays. 
Defective wiring on a Christmas tree 
casued the blaze. The home was valued 
at $20,000. 

The committee in charge of the testi- 
monial dinner for Newell R. Johnson, 
former Minnesota commissioner, at St. 
Paul Jan. 19 includes Orris Johnson, 
Mankato, president Minnesota Assn. of 
Life Underwriters; W. G. Fisher, Min- 
neapolis, vice-president Minnesota Fra- 
ternal Congress, and M. C. Laughman., 
Minneapolis, president Accident & 
Health Underwriters Assn. 

Earl A. Gillis, appointed a general 
agent for Continental Assurance at 
Sioux City, established a record by pro- 
ducing $400,000 ordinary during his first 
week. 

Stanton B. Priddy of New England 
Mutual Life’s Summers agency in Bos- 
ton is the only insurance man on the 
United States Olympic hockey team 
which will sail for Europe Jan. 9 on the 
Queen Elizabeth. He was graduated in 
1942 from Dartmouth, where he was a 
star on the hockey team. 

Honoring Vice-president Fred Grain- 
ger on his 25th anniversary with Fed- 
eral Life & Casualty, members of the 
home office staff gave a dinner for him 
at which he was presented an oil paint- 
ing and a bound volume of friendly mes- 
sages from people in the company and 
outside it. He has served the company 
as claim superintendent, agency director, 
and was largely responsible for direction 
of the life department from its forma- 
tion in 1929 until 1937. He has been 
vice-president since 1943. 

R. M. Vetter, Continental Assurance 
general agent at Madison, Wis., has re- 
covered from an attack of acute pleurisy, 
which was at firgt reported to be a heart 
attack. Mr. Vetter had fainted and been 
removed to a hospital, and newspapers 
reported it was a heart seizure. Happily 
the doctors didn’t believe the reports, 
discovered that his heart was in good 
condition and that it had been nothing 
more than pleurisy. 


DEATHS 











Harry D. Yaw, 46, assistant to V. H. 
Jenkins, 


senior vice-president of Occi- 
dental Life, died of 
a heart attack. Al- 
though he had 
been recurrently ill 
during the past 
several years, his 
condition was not 
considered critical. 

He entered life 
insurance in Buf- 
falo 25 years ago 
with Prudential 
and went to. Los 
Angeles for that 
company in 1925. 
He joined Occidental in 1931 as field 
supervisor of its home office agency, en- 
tering the home office agency depart- 
ment two years later. 

Harry P. Brandon, 67, retired, former 
advertising and promotion manager of 





Harry D. Yaw 


Columbus Mutual Life, died at Colum- 
bus, His father, C. W. Brandon, founded 
the company. Death was due to a cer- 
ebral hemorrhage. As a young man, 
Mr. Brandon worked on newspapers in 
Dayton, O., and for many years was 
city or managing editor of the “Ohio 
State Journal’ at Columbus. 

The death of Frederick B. Humphrey, 
southwestern manager of THE NATIONAL 
UNDERWRITER Com- 
pany, which was 
reported in last 
week’s issue, was 
sudden and unex- 
pected, although he 
had been in poor 
health for some 
months. He was 
sitting on the dav- 
enport in his home 
in Dallas, reading 
the newspaper, 
when suddenly his 
breath became la- 
bored and a_ few 
minutes later he 
died. Though he was 55 when he joined 
Tue NATIONAL UNDERWRITER, Older than 
any man who ever started to work with 
the company as a salesman, his age 
proved to be no handicap. During his 
14 years with the company he was as 
active, alert and energetic as any of his 
colleagues. 

Walter Thompson, 72, senior partner 
of J. W. Thompson & Son, Detroit local 
agents and general agents for Travelers, 
died there. Mr. Thompson was a native 
of Kalamazoo, Mich. He went to De- 
troit when 16 and entered the insurance 
business with his father, founder of the 
agency which still bears his name. 

Clarke C. Stayman, 54, financial vice- 
president of Western & Southern Life, 
died unexpectedly of a heart attack at 





F. B. Humphrey 





STAYMAN 


Cc. C. 


his home in Cincinnati the night after 
he was guest of honor at a testimonial 
dinner given by the officers of the com- 
pany in recognition of his 35 years of 
service. While attending the University 
of Cincinnati, he started working for 
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— 
Western & Southern as a clerk in the 
treasurer's office. 

Earl C. Hunt, 76, who retired in 1941 
as chief of the inspection division in the 
medical department of Northwestern 
Mutual Life, died in his sleep at his 
home. He started in the secretary's de- 
partment in in 1888 and at his retirement 


after 54%4 years with the company had 
the longest service record of any em- 
ploye. 

Robert D, O. Andrews, 85, retired 
agent of New York Life at Brillion, 
Wis., died following complications after 
a fall on the ice. He had been with the 
company more than 50 years. 








——————— 
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NEWS OF LIFE COMPANIES 





Standard of Ind. 
Assets Up More 
Than 50% in Year 


Standard Life of Indiana, in present- 
ing its annual statement for 1947 on 
New Year’s Day 1948, announced that 
the assets had risen to about $6,250,000 
and insurance in force rose to $48,300,- 
000. The new paid for business was in 
excess of $9,800,000. 

Harry V. Wade, president, said that, 
while the gain in surplus and insurance 
in force was outstanding, the gain in as- 
sets was the greatest experienced in the 
history of the company, ‘being something 
over 50% during the past 12 months. 
New business reached the second largest 
volume in history, being exceeded only 
by the 1946 record. 

Mr. Wade said that the company had 
earned approximately 4% gross on its 
assets during 1947. 


Merger Gives $7 Million 
Assets to Bankers L. & C. 


As the result of the merger of Gen- 
eral Life of Michigan into Bankers Life 
& Casualty, the 
latter company, 
which is headed by 
John MacArthur, 
has assets of more 
than $7 million. 
The combined pre- 
mium income for 
1947 exceeded $5 
million. It has 
more than 250,000 
policyholders. 


General Life was 
the old Agricultur- 
al Life of Detroit. 
It was operated by 
the Michigan de- 
partment as conservator from 1938 un- 
til 1945, and then when the department 
filed a bill for receivership, Mr. Mac- 
Arthur submitted a reorganization plan 
that was accepted by the court. With 
the paying of new capital, the receiver- 
ship proceedings were dismissed and 
General Life has been operating with- 
out restriction for the past three years. 
Most of the personnel of General Life 
will be retained by Bankers Life & Cas- 
ualty. 

Bankers L. & C. traces its origin to 
1879 when it was known as Hotel Men’s 
Mutual Benefit Assn. Later it merged 
with Illinois Standard Life, and then 
reinsured Bankers Life & Casualty and 
adopted that name. Among the other 
companies that have been acquired by 
Bankers L. & C. are Northern Mutual 
Casualty in 1945 and Westminster Life 
last May. 


Ohio Nat'l Adopts 
Service Fee Plan 


Ohio National Life has adopted a 
service fee plan for full-time agents hav- 
ing at least $1 million in force or, if the 
agent is age 65 and has been with the 
company 20 years, $750,000. The fee is 
paid only after the regular renewal pe- 
tiod and is 50 cents per $1,000 on in- 
Surance in force. Paid up policies, ex- 
tended term and business on automatic 
Premium loan will be included, but not 
annuities, supplementary term riders 
and other incidental extra benefits. The 
service fee is in addition to the contribu- 








John MacArthur 
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tory field pension plan for full time 
agents, which has been in effect since 
1942. 





Dominion Life Issues $30 
Per Share Stock Dividend 


Dominion Life has 
dividend of $30 per share making the 
paid-in capital 100% of the authorized 
figure, as against the former 70%. The 
company also paid a cash dividend of 
$13.02 per share. Asa result of this, the 
company intends to omit quarterly divi- 
dends until further notice. With three 
quarterly dividends paid in 1947, the 
payments just announced bring total dis- 
tribution for the year to $50.37 per share. 


Ohio State Meet Jan. 29-31 


Ohio State Life will hold a conference 
of its general agents and managers Jan. 
29-31 at Columbus. There will be dis- 
cussion of the new rates and the rate 
book and the training and selection pro- 
gram. 





New “Signature” Issued 


John Hancock has issued the first 
number of its new “Signature,” which in 
its new format will go only to its ordi- 
nary field force. The publication, issued 
monthly, previously went to industrial 
offices as well but late last year the 
company brought out the “Patriot” for 
the district offices. The new “Signature” 
aims to supply helpful sales material, 
particularly ideas being successfully 
used by John Hancock agents. 


Shenandoah to Build 


Shenandoah Life has awarded the con- 
tract for erection of a new home office 
building to cost approximately $700,000. 
It will be located three miles from down- 
town Roanoke, of red brick, with lime- 
stone trim and copper roof and three 
stories in height. It will sit back from 
the highway in six-acre landscaped tract 
with driveways and terraces. Shenan- 
doah last year sold its seven-story home 
office building in downtown Roanoke 
for $600,000 to a syndicate of Roanoke 
business men. 

Besides housing all home office de- 
partments, the new building will include 
an assembly hall with stage, a cafeteria 
and a private dining room. Paul C. Bu- 
ford, president, says it is not expected 
to be ready for occupancy until the sum- 
mer of 1949. 








To Speak on Direct Mail 


Featured speaker at the Detroit 
C.L.U. chapter meeting will 
May O. Vander Ply of Detroit, 
cuss, “Professional Uses of Direct 
Mail.” 
of the Advertising Federation of Amer- 
ica and a former president of the 


Women’s Advertising Club of Detroit. 


Issues 1,000,000th Policy 


Jefferson Standard 
1,000,000th policy. 
Ralph Clay Price, Jr., nine-year-old son 
of the company’s president. 





has issued its 





Thomas F. Meagher, assistant secre- 
tary of New England Mutual Life, will 
speak to the National Office Manage- 
ment Assn. in Montreal Jan. 12 on 
“Office Layout and New Developments 
in Office Machinery.” 
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Looking Back 
through 1947 


WE 
TAKE 
PRIDE 


_.. in the greatly lincreased use- 
fulness of our representatives, the 


result of their thorough training. 


.. . in their much larger earnings, 
the result of their effective use of 
our comprehensive plans and pro- 


grams. 


.. . and in their increased stature 
as life underwriters in their com- 
munities, the result of their integ- 
rity in presenting the protection 


of life insurance. 


Looking ahead to 1948, we 
invite inquiries from those who 
measure up to our requirements 


for Great Southerners. 


GREAT SOUTHERN 


INSURANCE COMPANY 


HOME OFFICE HOUSTON 1, TEXAS 
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ACCIDENT AND HEALTH 





Three New Developments in 
Conn. Medical Picture 


“HARTFORD — Three developments 
widening the field of medical and sur- 
gical insurance in Connecticut took place 
last week, They were: Formation of a 
non-profit corporation to sell surgical in- 
surance; broadening of Blue Cross hos- 
pital insurance to make it available with- 
in a year to everyone in the state under 
65 years of age, and approval by the first 
county medical society of the state med- 
ical society’s plan for prepaid surgical 
insurance. 

The new corporation will be known as 
Connecticut Medical Service, Inc. Its 
plans have been approved by Commis- 
sioner Allyn. It proposes to sell surgical 
insurance if the Connecticut Medical So- 


ciety adopts a prepaid insurance plan 
“which will benefit a sufficiently large 
proportion of the state’s population.” 

Robert Parnall, general manager Con- 
necticut Blue Cross made the announce- 
ment. No officers or directors have 
been elected. All the seven incorpo- 
rators are prominent Connecticut busi- 
nessmen, and five are Blue Cross direc- 
tors. Among them is Harry D. Kennedy 
president of Connecticut Hospital Serv- 
ice, The plan of the incorporators, Mr. 
Parnall said, is to provide surgical insur- 
ance according to a program requiring 
the cooperation of the vast majority of 
the state’s doctors. 

Also announced last week was a plan 
whereunder Connecticut Hospital Serv- 
ice will start to receive applications for 
policies on an area basis for limited pe- 
riods only. 
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The plan calls for a unique method of 
selling insurance. It will be offered on 
a community enrollment basis, and for a 
period of a week or two, anyone under 
65 in a specified area, such as a county 
or town, will be able to buy it. By offer- 
ing insurance during a short period only, 
Blue Cross hopes to avoid collecting a 
great many bad risks. 

On the community basis, insurance 
will be sold to individuals or family 
groups at premium rates about 20% 
higher than the lowest now charged for 
payroll enrollment groups. Within a 
year the Blue Cross hopes that insurance 
will have been offered on the direct en- 
rollment basis to all communities in the 
state. 

_Meanwhile, doctors ‘of Litchfield 
County, after arguing for more than two 
hours about the state medical society’s 
plan for prepaid surgical insurance, 
adopted a resolution approving the plan 
and suggesting improvements. 

_This was the first county medical so- 
ciety to meet since the state organiza- 
tion’s house of delegates postponed ac- 
tion on the plan December 4. The other 
seven county groups will discuss the 
plan at meetings within the next three 
weeks. 





U.M.S. Increases Benefits 


United Medical Service benefits 
granted members on a temporary basis 
last year have been made a permanent 
feature of the plan in New York. 

The amount paid physicians for nor- 
mal obstetrical delivery in the surgical 
plan has been increased from $60 to $75. 

Maximum Payments up to $150 to- 

ward physician’s fees have been in- 
creased to $225. The maximum pay- 
ments for each hospital admission are 
$200.50 as against a former $182.50, 
_ The 14,000 physicians now participat- 
ing in the plan have agreed to accept 
U.M.S. allowances as full payment for 
services to persons with a family in- 
come of $2,500 or less, Persons with 
higher incomes may be asked to pay the 
difference between the amount paid by 
U.M.S. and the regular fee. 





Plan Fla. Meeting at Tampa 


A meeting of Florida Assn. of Health 
& Accident Underwriters will be held 
at Tampa Feb. 20-21, starting with a 
cocktail party the evening of March 20. 
On the 21st there will be a varied pro- 
gram of interesting speakers, including 
a prominent doctor and a representative 
of a local hospital, each to give their 
viewpoints on health and accident insur- 
“i and what can be done to improve 
it. 

Earle R. Bennett, Mutual Benefit H. 

c A., Tampa, is general chairman in 
charge of the program. H. Barrett King, 
World, Miami, is president of the Flor- 
ida association. 





Duke Is Dayton President 


Spottswood W. Duke, general agent 
of Ohio State Life, has been elected 
president of the Dayton (O.) Accident 
& Health Underwriters Assn. 





Enters Pure Group Field 


The accident and health department 
of Illinois Bankers Life, which now 
writes franchise and family groups, is 
preparing to enter the pure group field 
and expects to have its policies avail- 
able within two or three months. 





To Hire Cost Accountant 


HARTFORD—In order to cope with 
the steady increase in hospital costs and 
the consequent difficulties of administra- 
tion, Connecticut Hospital Assn. is 
planning to reorganize, with an execu- 
tive director and a cost accountant. 

These key employes will try to bring 
about equalized costs and reimbursement 
rates, and will deal with the several gov- 
ernment agencies on problems concern- 
ing hospitals. The trouble now is that 
hospital rates in Connecticut have risen 


faster than the reimbursement rates of 
federal, state, and municipal agencies, 
At Hartford hospital, minimum rates 
for ward accommodations are now $9.50 
a day. Yet for the past year companies 
writing workmen’s compensation insur- 
ance have allowed less than $7 a day for 
patients hospitalized under the law. 
Similarly, the Blue Cross hospital in- 
surance provides $6 a day. The same 
problem arises between the Veterans 
Administration and hospitals. 


SALES MEETS 


Life of Georgia Field Men 
in Banquet Session 


ATLANTA—More than 150 agents 
of Life of Georgia gathered at a banquet 
here to hear an address by President 
J. N. McEachern, launching the 1948 
sales program. The company has been 
expanding rapidly in recent years, en- 
tering new territory. 

Rufus Pritchett, division manager of 
the Atlanta territory, and H. C. Jackson, 
vice-president in charge of agencies, 
spoke and there was discussion of the 
1948 program. 














Coastal States Agents 
Gather at Atlanta 


ATLANTA — The annual agents 
meeting of Coastal States Life will be 
held here Jan. 9-10, with C. H. Poindex- 
ter, president, presiding. Speakers will 
include Commissioner Cravey of Geor- 
gia, A. C. Kline, Savannah, vice-presi- 
dent Citizens & Southern National Bank, 
and several members of Coastal Life’s 
staff. 

Organized in 1939, Coastal States has 
made steady progress and its growth in 
the last three years has been notable. 
President Poindexter reported the com- 
pany wrote over $12 million in business 
in 1947, which is a gain of more than $3 
million over the prior year. 

A luncheon will be held Friday at 
which 150 guests are expected and a 
banquet in the evening will be attended 
by 300 representatives and guests, in- 
cuding the home office group. 





Mutual Has Kan. Roundup 


The Kansas agency of Mutual Life 
held its annual roundup at Wichita with 
Percy G. Gibson, Kansas manager, in 
charge. A dinner meeting celebrated 
the largest volume of business in the 
history of the agency. 





American Nat'l Coast Rally 


Northern California agents of Amer- 
ican National attended the annual meet- 
ing at San Francisco arranged by Man- 
ager Lou Schrepel. They were informed 
of the company’s new forms and rates. 














A ae s 

Sues Under “5%” Policy 

LOUISVILLE—Occidental Life has 
sued in federal court to recover $10,000 
it paid under a life insurance policy to 
the estate of Adolph Reutlinger, who 
was president of Liberty Insurance Co. 
of Louisville and later of Liberty Insur- 
ance agency. Occidental alleges that 
Reutlinger, a vice-president of Fourth 
Avenue Amusement Co., was not eligible 
for such coverage under the salary sta- 
bilization plan written by Occidental 
because of a physical impairment and be- 
cause, though listed as receiving $11,000 
a year from the amusement company he 
actually never received more than $120. 

This was not a group case but indi- 
vidual policies written under the war 
time rule that an employer could put 
the equivalent of 5% of an employe’s 
pay into life insurance without its being 
considered a wage increase. Bernard 
Meidinger, insurance broker, was also 
made a defendant on the ground that he 
knew Reutlinger’s connection with the 
amusement company and also his phys- 
ical condition. 
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AMONG COMPANY MEN 





—_ 


Dr. F. H. McCrudden Retires 
from N. E. Mutual Post 


Dr. Francis H. McCrudden, assistant 
medical director of New England Mu- 
tual Life, retired Dec. 31 under the com- 
pany’s retirement plan after 25 years of 
service. He originated the blood-sugar 
tolerance test, which was devised in 1923 
for selecting applicants for insurance 
with a record of glycosuria. This test, 
with details unchanged, is still used by 
the company. ; 

Following his graduation from M.I.T. 
in 1900, he put in four years of post- 
graduate work at Harvard before enter- 
ing Harvard medical school from which 
he received his degree in 1908. Then 
he studied for four years in Germany, 
three at University of Wurzburg and 
one at University of Munich. 

He was director of laboratories at 
Robert B. Brigham Hospital for seven 
years and served as professor of applied 
therapeutics at Tufts Medical School. 
He joined New England Mutual’s staff 
in 1923 and was appointed assistant 
medical director the next year. He held 
the rank of major in the first world war. 





Continental Bolsters Home 
Office Agency Statf 


Continental Assurance has named Gus 
Gadness home office assistant superin- 
tendent of agents. Mr. Gadness during 
1947 was supervisor of the territory re- 
cording the best percentage gain. Sam- 
uel Gilbert has been made mid-north- 
west executive supervisor. L. P. De 
Concini will assist Mr. Gilbert. Harold 
Vollman, who has been assigned to spe- 
cial home office field work, has been 
named home office executive supervisor. 
Herbert A. Carr, who has been a person- 
al producer and supervisor in the De- 
troit area, has joined Continental Assur- 
ance as manager of the Detroit service 
office. New additions to the agency staff 
include Walter Rohde, Thomas C. Kin- 
nane and Robert Budhazi, supervisors. 





Slate Ostrom Enders and 
Morcom for Directors 


Ostrom Enders, president of Hart- 
ford National Bank & Trust Co., and 
Clifford B. Morcom, vice-president of 
the Aetna Life companies, will be nomi- 
nated next month for directors of Aetna 
Life, Aetna Casualty and Automobile. 

Stockholders are also being informed 
that the directors have amended the by- 
laws of these companies so as to clas- 
sify themselves as to terms of office. 
When this plan becomes effective, all 
directors will serve three-year terms, 
with four directors being elected by the 
stockholders each year. 

As a preliminary to this plan, classifi- 
cation of individual directors as to terms 
of office has been made by lot and 
Proxies are being solicited for slates of 
directors accordingly. 

The election of two new directors and 
classification of directors as to terms of 
office will be accomplished under amend- 
ments to the charters which were passed 
at the last session of the Connecticut 
legislature and accepted by stockholders 
last October. 

President M. B. Brainard explained 
that the classification avoids the termi- 
Nation of the official tenure of the entire 
board each year and provides for the 
continuing in office of a majority of the 
board at all times. 

When Mr. Enders joins the boards he 
will become the third member of his 
family in as many generations to be 
Prominently identified with the organi- 
zation. His grandfather, Thomas O. 
Enders, served as president of Aetna 
Life from 1872 to 1879; and his father, 
John O. Enders, ‘has been a director of 
Aetna Life for more than 53 years. 


XUM 


Cox Excelsior Director 


Thomas O. Cox, general manager of 
Excelsior Life, Toronto, has been made 
a director of the company. 


Advanced by Northern, Can. 


Northern Life of Canada has pro- 
moted Donald J. Grant to treasurer. He 
joined the company as assistant treas- 
urer in 1946 after having been legal sec- 
retary for the wartime prices and trade 
board in Ottawa and secretary of the 
management committee of the foreign 
exchange control board. He is a grad- 
uate of University of Toronto. 








Named Personnel Manager 


H. W. Covington has been appointed 
manager of the home office personnel 
department of Jefferson Standard. He is 
a 1937 graduate of Davidson College 
and joined Jefferson Standard’s per- 
sonnel department in April, 1947. His 
previous business experience includes 
several years’ work as an insurance 
claim adjuster. He served in the navy, 
becoming a lieutenant. 


C. E. Bennett, who has been assistant 
secretary and manager of the home of- 
fice personnel department, continues as 
assistant secretary in the personnel de- 
partment. 


Hill Commonwealth Director 


James B. Hill, president of Louisville 
& Nashville R. R., has been elected a 
director of Commonwealth Life. He suc- 
ceeds the late V. L. Kelley. 


MANAGERS 


Minneapolis Managers Elect 


The ‘Minneapolis Life Managers Assn. 
has elected Lloyd O. Swanson, National 
Life of Vermont, president; Carl Lit- 
sheim, State Mutual, vice-president, and 
Edward H. Keating, Equitable Society, 
secretary-treasurer. 


Boyd Montreal President 


Myron N. Boyd, New York Life, has 
been elected president of Life Insurance 
Managers Assn. of Montreal. First 
vice-president is Leo J. Chevalier, Met- 
ropolitan Life; second vice-president, A. 
G. Brewer, Travelers; secretary, R. P. 
Conner, Mutual Life of Canada. 














Habegger Seattle Speaker 

SEATTLE—Jas. F. Habegger, Con- 
necticut Mutual, talked Monday on 
“Helping Men Engineer Their Work 
for 1948,” 


Predicts Many High-Grade 
Bond Offerings This Year 


There will be many high-grade bond 
offerings this year, according to the 
yearly bond review of Halsey, Stuart 
& Co, The investment house expects 
bond markets to be cautious and more 
than usually sensitive and said that if 
this situation results in greater discrimi- 
nation as to quality and more careful 
scrutiny of prices it will be a good thing 
for investors. 

The publication regards the prospect 
for bonds of less than top quality and 
for stocks as uncertain because these 
issues depend directly on the fortunes 
of industry and business. The upward 
trend in mortgage financing is expected 
to continue. 














More than 600 dolls dressed by mem- 
bers of the Women’s Club of New York 
Life for Christmas distribution to needy 
children of New York City were dis- 
played at the home office. 











New Orleans 


We lave put the.. 
IGING on the CAKE 


Cakes are made from various ingredients, but our cake 
contains—Special service—Sharp selling aids—A com- 
plete line of policies—A tried and tested recruiting plan 
—A proven training procedure. 


The “Icing” is the Pan-American Life’s 
NEW AGENT’S COMPENSATION PLAN 
BUILT FOR THE CAREER MAN 


LIFETIME COMPENSATION 


plus 


BONUS FOR QUALITY BUSINESS 


CONTINUOUS RENEWALS 
NON-CONTRIBUTORY PENSION 
DISABILITY BENEFITS 


DEATH BENEFITS 


How’s that for icing! 


PAN-AMERICAN LIFE INSURANCE COMPANY 


U.S. A. 


Crawford H. Ellis, President 
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LIFE AGENCY CHANGES 





Bean Agency Men 
Advance; Moore 
Is Appointed 


Perry O. Moore has been appointed as- 
sistant general agent of the Ferrel M. 
Bean agency of 
John Hancock in 
Chicago in charge 
of new full-time 
organization. Mr. 
Bean also has ad- 
vanced Charles L. 
Boss to assistant 
general agent and 
Clarence D. Smith 
to brokerage man- 
ager, 

Mr. Moore has 
been general agent 
of Aetna Life for 


West Virginia at 


Charles L. Boss 


Charleston since . 
1943. A native of Indiana, he attended 
Staunton Military Academy and Uni- 





Perry 0. Moore Cc. D. Smith 


versity of Illinois, majoring in business 
administration. He joined Aetna Life 


uality Business. 


Personalized 
sa Home Office 





in 1930 as home office group represen- 
tative, being at Minneapolis for four 
years, then was assistant general agent 
in the ordinary department there for two 
years. 


Was in Personnel Work 


Later he was personnel representative 
of Owens-Illinois Glass Co. at Toledo in 
charge of group insurance and pensions, 
then joined the Oklahoma agency of 
Aetna Life as assistant general agent at 
Tulsa. 


Mr. Boss, who has been supervisor for 
the John Hancock agency at Chicago 
for seven years, formerly was supervisor 
of the Swanson agency of New England 
Mutual at Chicago and with Equitable 
Society at Des Moines and Chicago. He 
will have charge of pension and profit 
sharing trusts in addition to genéral ad- 
ministration work. 

Mr. Smith has been brokerage super- 
visor for the John Hancock agency for 
four years and with the company 14 
years. Before entering life insurance he 
was an investment broker in Chicago for 
10 years, and was connected with S. W. 
Straus & Co., 1925-1930. 





Erickson Agency Promotions 


Austin H. Feltus and Joseph N. Des- 
mon have been promoted to associate 
general agents in the Edwin R. Erick- 
son agency of John Hancock Mutual 
Life for western New York and north- 
western Pennsylvania at Buffalo. Nor- 
man L. Utts and Richard W. Juline be- 
came assistant general agents. Mr. Fel- 
tus has been with John Hancock since 
1929 and has concentrated on pension 
trust and managerial work. Mr. Des- 
mon has tbeen with the local agency in 
personal production and managerial 
fields since 1933. 


Service. 
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Mutual Benefit Gives 
Nashem N.Y.C. Slot 


Leland O. Nashem has been appointed 
general agent in New York City for Mu- 
tual Benefit Life. 
He goes to New 
York from Chica- 
go where in the 
past five years he 
built the agency of 
the Acacia Mutual 
from a two million 
to a $7% million 
organization. He 
will take charge of 
the Mutual Benefit 





agency formerly 
headed by Ray- 
mond F. Bierbaum, 
L. 0. Nashem who recently 


‘ transferred to Pe- 
Oria. 

In 1932 Mr. Nashem took a leave of 
absence as a furniture chain sales man- 
ager to try life insurance for Metropoli- 
tan at Seattle. He was named assistant 
manager a year later. After five years 
he joined Acacia Mutual as Seattle man- 
ager, then home office supervisor and as- 
sistant to the field vice-president, be- 
coming head of the Chicago agency in 
1943. 

A native of Seattle, Mr. Nashem grad- 
uated from the University of Washing- 
ton. 


L. V. Barnes Retires; 
Son Is Successor 


Lyle V. Barnes, Equitable of Iowa 
general agent at Omaha, has retired. 
His son, Roy K. Barnes, succeeds him. 





L. V. Barnes R. K. Barnes 


Lyle Barnes has represented the com- 
pany for more than 30 years. He was for 
many years one of its most colorful and 
successful agents. As Omaha general 
agent since 1935, he has built one of 
the company *s stronger agencies, with a 
territory comprising Nebraska, Council 
Bluffs, and adjacent Iowa territory. 
Mr. Barnes plans to devote much time 
to travel and other relaxations but he 
will, as a special representative, give a 
considerable amount of attention to the 
life insurance interests of his many poli- 
cyholders and friends. 

Roy K. Barnes is a graduate of Uni- 
versity of Nebraska. He received his 
early life insurance training as an agent 
of Equitable of Iowa at Des Moines. 
Since his discharge from the army as a 
first lieutenant he has been a member of 
his father’s agency where he qualified 
annually for the company’s top produc- 
tion club and served also in recent years 
as agency supervisor. The agency’s 
territory continues the same. 





Name Command Louisville 
Manager for Sun, Canada 


John H. Command has been named 
manager at Louisville for the Sun Life 
of Canada to succeed Ward B. Alsip, 
who retires. 

Mr. Command joined the company in 
Baltimore in 1928 and served in il- 
mington, Scranton and St. Paul until he 
was appointed secretary of the New 
Haven branch in 1934. In 1944 he 


SS 
joined the field force and qualified for 
the big producer’s club the same year, 
In 1945 he was named supervisor at 
New Haven, six months later moving to 
Detroit in the same capacity. He re 
cently has been assiStant manager at 
Chicago. 

Mr, Alsip joined Sun Life in 1926 and 
was appointed manager in Louisville 
two years later. 


Arthur L. Lyttle Retires 


Arthur L. Lyttle, state manager of 
Massachusetts Protective and Paul Re. 
vere Life for Wisconsin and upper Mich- 
igan, is retiring and will make his home 
at Los Angeles. He has been with the 
organization 27 years and went to Wis- 
consin in 1936. Agents tendered him q 
farewell party at Milwaukee. 

Lester S. Ellis, for 11 years a special 
agent in the Lyttle agency at Milwaukee, 
has been promoted to general agent 
there. 





Teller with Dominion 


Charles F. Teller has been appointed 
manager of a new brokerage office for 
Dominion Life at 1411 Walnut street, 
Philadelphia. He is one of the leading 
brokerage men in Philadelphia, having 
served in that capacity for 20 years with 
Mutual Life, two years with John Han- 
cock and three years with Great-West 
Life. 


Hancock District Shifts 


John Hancock has promoted William 
J. Brown to district manager at Lancas- 
ter, Pa., succeeding Carl A. Ranck, who 
will continue with the company in an- 
other capacity. 
sistant district manager at Allentown, 
Pa. 

James T. Dillon has been appointed 
district manager at Glendale, Cal., suc- 
ceeding J. B. Jackson. Mr. Dillon has 
been district manager of Oakland No. 2. 

A district agency has been opened at 








SOws 
LCR 
The institutions of Life and 
Accident and Health insur- 
ance are primarily ones of 
sales and service. We are 
building on that ideal with 


"Service" as our watchword. 


Our Life and Accident and 


Health policies are salable 
and provide maximum cover- 
age and protection to policy 
owners. Liberal agency com- 
mission contracts enable field 
representatives to build for 
the future. 


We place a high value on 
human relationships as well 


as service. 


WISCONSIN NATIONAL 


LIFE INSURANCE COMPANY 
Oshkosh, Wisconsin 











Mr. Brown has been as-, 
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er at Ft. 





to Los Angeles. 


ton, Ont., and Dd. . 
Fuller, are now district group _repre- 
sentatives at Toronto. R. C. Hill and 
L. C. Barette have become loan inspec- 
tors at Vancouver and Montreal respec- 


tively. 





Steffen General Agent 


Leo A. Steffen of Dubuque has been 
appointed general agent of Provident 
Life & Accident for northeastern Iowa, 





tired Jan. 1. He is succeeded by Ed- 
ward F. Osgood, a successful producer 
of both life and accident and health in- 
surance in the Rutland agency, who has 
been with Monarch since 1937. He at- 
tended University of Vermont. 

¢ President Clyde W. Young and R. C. 
Laub, vice-president and agency manag- 
er, attended a dinner given by the com- 
pany to honor Mr. Bruce on his retire- 
ment. 








NEWS ABOUT 


LIFE POLICIES 





Pioneer Mutual’s 


New Rate Scale 


Pioneer Mutual Life of Fargo, N. D., 
the former fraternal known as A.O.U.W. 
of North Dakota, has announced its 
scale of premium rates which as of Jan. 
1 has been placed on the CSO 2%% 
basis. 

Age limit is 60 nearest birthday and 
minimum amount written $1,000 for 
men and $500 for women and children. 

Pioneer Mutual will issue on annual, 
semi-annual, quarterly, and monthly pre- 
mium payment plans. It has substand- 
ard and non-medical departments. Plans 
issued include special ordinary life; en- 
dowment at 85; 10, 15, 20 or 30 year lim- 
ited payment life or to age 65 when pol- 
icy becomes fully paid up for life; 10, 
15, 20 year endowments and endowment 
at 65; 20 pay endowment at 65; retire- 
ment income endowments at 60 and 65; 
five and 10 year term, and also single 
premium plans. 


Issues $10 Disability Income 


The company will consider issuing 
mortgage redemption riders and also 
family income rider, double indemnity, 
waiver of premium and disability clause 
which waives premium payment and 
pays $10 per month per $1,000 for total 
disability, with a six months’ waiting 
period. fA 

All the Pioneer Mutual policies are 
participating. The dividend pamphlet is 
in process of being printed and the scale 
soon will be announced. 

Non-medical limits are: Ages 15-40, 
men $5,000, women $3,000; ages 41-45, 
men $3,000, women $2000 (these limits 
including initial coverage under mort- 
gage redemption and family income rid- 
ers); juvenile up to and including $2,500 
ultimate, and for over $2,500 child’s 
credit report and doctor’s statement re- 
quired. —The company issues the payor 
waiver of premium clause on juvenile 
policies, 

Pioneer Mutual will issue health and 
accident insurance on non-medical basis 





—————— 


on 








for limited amounts but reserves right to 
require a complete medical. At ages 
15-45 it will consider up to $3.50 indem- 
nity per day, but will consider over that 
amount on a special form with credit 
report; 45 and over, the special form 
and credit report are required. The 
illustrative premium rates on several 
popular types of contracts are: 


Spl. End. 30 20 
85 Pay 
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-Ret. Inc. at- 20 Yr. 
65 End. 


2 § 78.97 
50.185.27 109.49 
eo eeee 169.88 
Term Policies 


Age 5Yr. 10 Yr. Age 





20P. 20 Yr. 
End. 65 End. 





New Cont. Assur. 
Rates Are Shown 


Below are presented the new CSO 
premium rates in both the participating 
and non-participating departments of 
Continental Assurance, Chicago, and also 
illustrative dividends for 1948 on the 
new scale. The non-par business for 
new issue has been placed on the CSO 
214%4% table and participating goes on 
CSO 2%. 

Nonpar Premium Rates—CSO 2%2% 


Inc. 
Comm. Comm. 20 Yr. O.L._ End. 65 
O.L. 20P. End. End 85 65 (Male) 
$ $ $ $ $ $ 

10 11.77 22.20 46.62 12.31 13.96 18.04 
15 12.90 24.04 46.76 13.47 16.00 20.86 
20 14.36 25.89 46.86 14.96 18.44 24.37 
21 14.69 26.30 46.88 15.31 18.98 25.16 
22 15.06 26.73 46.90 15.67 19.55 25.98 
23 15.44 27.17 46.92 16.06 20.13 26.84 
24 15.84 27.63 46.94 16.47 20.75 27.75 
25 16.27 28.11 46.96 16.90 21.42 28.72 
26 16.72 28.61 46.98 17.36 22.14 29.76 
27 17.19 29.13 47.00 17.84 22.90 30.87 
28 17.70 29.67 47.02 18.35 23.72 32.05 
29 18.23 30.23 47.06 18.90 24.59 33.31 
30 18.79 30.82 47.12 19.47 25.51 34.64 
31 19.39 31.43 47.22 20.08 26.49 36.06 
32 20.02 32.08 47.34 20.72 27.55 37.58 
33 20.69 32.75 47.49 21.40 28.67 39.19 
34 21.39 33.45 47.66 22.13 29.87 40.94 
35 22.14 34.18 47.86 22.89 31.17 42.81 
36 22.93 34.94 48.08 23.70 32.56 44.84 
37 23.76 35.73 48.34 24.55 34.07 47.04 
38 24.65 36.56 48.63 25.45 5.70 49.37 
39 25.58 37.43 48.95 6.40 37.45 51.89 
40 26.56 38.32 49.381 27.41 39.35 54.62 
41 27.59 39.25 49.70 28.47 41.41 57.64 
42 28.68 40.21 50.14 29.59 43.65 60.91 
43 29.83 41.23 50.60 30.78 46.09 64.51 
44 31.05 42.28 51.13 32.03 48.77 68.42 
45° 32.33 43.38 51.71 3.35 51.71 72.68 
46 33.68 44.53 52.34 34.74 .... 177.28 
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Ask any Bankers Life of Nebraska man what HE 
thinks about HIS future—and you'll see what we mean. 
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(CON’T FROM PRECEDING wire, | : 
et. 
Inc. 
Ord. 20 20 Yr.10 Yr. End. 65 
Life Pay End. End. 65 (Male) 
26 21.44 33.80 49.97 103.61 26.30 35.09 
27 22.03 34.44 50.15 103.77 27.18 36.33 
28 22.66 35.09 50.35 103.94 28.11 37.64 
29 23.31 35.77 50.56 104.12 29.09 39.03 
30 23.98 36.46 50.79 104.31 30.12 40.51 
31 24.69 37.17 51.03 104.51 42.07 31.22 
32 25.44 37.90 51.29 104.72 32.39 43.73 
33 26.21 38.65 51.57 104.95 33.63 45.50 
34 27.02 39.43 51.88 105.19 34.94 47.15 
35 27.87 40.23 52.20 105.44 36.35 49.09 
36 28.76 41.06 52.56 105.71 37.85 51.77 
37 29.70 41.91 52.94 106.00 39.46 53.39 
38 30.68 42.80 53.35 106.31 41.18 55.78 
39 31.71 43.71 53.79 106.64 43.03 58.35 
40 32.79 44.66 54.27 107.00 45.00 61.12 
41 33.92 45.65 54.79 107.38 47.08 64.11 
42 35.11 46.68 55.35 107.79 49.33 67.36 
43 36.36 47.75 55.96 108.23 51.77 70.91 
44 37.68 48.86 56.62 108.70 54.43 74.77 
45 39.07 50.03 57.34 109.20 57.34 179.01 
46 40.53 51.25 58.11 109.75 60.61 83.81 
47 42.07 52.53 58.95 110.33 64.23 89.12 
48 43.70 53.87 59.86 110.97 68.24 95.04 
49 45.51 55.28 60.86 111.65 72.73 101.68 
50 47.22 56.76 61.93 112.39 77.78 109.21 
51 49.14 58.33 63.10 113.19 83.51 117.77 
52 51.16 59.99 64.38 114.05 90.06 127.60 
53 53.30 61.75 65.76 114.99 97.64 139.07 
54 55.57 63.61 67.27 116.01 106.53 152.59 
55 57.97 65.60 68.90 117.11 117.11 168.71 
56 60.51 67.71 70.69 118.30 .... eo 
57 63.21 69.96 72.63 119.60 0 
58 66.07 72.37 74.74 121.01 ee 
59 69.11 74.95 77.04 122.55 om 
60 72.34 77.71 79.54 124.23 ee 
61 75.77 80.68 82.27 126.05 5 
62 79.42 83.87 85.24 128.04 3 
63 83.31 87.30 88.46 130.21 . 
64 87.45 90.99 91.97 132.57 
65 91.85 94.97 95.78 135.16 ‘ 


1948 Annual Dividends for CSO Policies 


Age ——Payable End of Policy Year——, 
at 2 5 1 15 20 Total 


Issue Ordinary Life 20 yrs. 
$ 8 $ $ $ $ 
Ie 2.27 1.43 2.04 2.76 3.68 42.88 
15 1.30 1.70 2.46 3.41 4.39 51.80 
20 1.61 2.11 3.11 4.14 5.12 63.16 
25 2.23 2.89 3.98 5.01 5.98 78.96 
30 8363.03 3.72 4.83 5.86 6.84 94.99 
35 863.84 4.55 5.67 6.71 7.63 110.77 
40 4.66 5.38 6.52 7.51 8.50 126.59 
45 5.41 6.18 7.27 8.37 9.71 142.87 
50 6.12 6.84 8.08 9.60 10.75 160.37 
55 «6.76 7.63 9.388 10.71 11.03 178.24 
60 7.71 8.99 10.54 11.18 11.55 194.94 
65 9.17 10.21 10.90 11.41 11.84 206.65 
20 Payment Life 
10 1.62 2.18 3.29 4.56 6.02 69.02 
15 1.79 2.49 3.76 5.23 6.73 78.62 
20 2.14 2.92 4.42 5.95 7.44 90.11 
25 2.77 3.72 5.28 6.80 8.27 105.66 
30 3.57 4.54 6.10 7.59 9.05 120.98 
35 4.39 5.34 6.88 8.37 9.77 135.82 
40 5.20 6.14 7.68 9.08 10.52 150.33 
45 5.96 6.91 8.34 9.78 11.32 164.29 
50 «6.66 7.54 9.04 10.73 11.94 178.39 
55 «7.29 8.26 10.15 11.55 12.27 193.27 
60 8.26 9.58 11.21 11.90 12.54 208.50 
65 9.81 10.87 11.61 12.19 12.77 220.74 
20 Year Endowment 
10 1.58 2.76 5.00 7.46 10.09 106.45 
0 .- Bone 3.06 §.32 7.79 10.28 112.03 
20 2.18 3.46 5.79 8.15 10.49 119.29 


Age -——Payable End of Policy Year—~, 
2 5 1 15 20 Total 
25 82.86 4.22 6.47 8.67 10.87 130.91 
30 8 =63.73 5.03 7.14 9.20 11.26 143.13 
35 4.61 5.83 7.80 9.74 11.65 155.21 
40 5.51 6.65 8.51 10.28 12.08 167.81 
45 6.37 7.46 9.14 10.84 12.49 180.16 
5 7.22 8.18 9.84 11.62 12.87 193.35 
55 8.03 9.06 11.02 12.44 13.27 209.74 
60 9.31 10.66 12.30 13.04 13.76 229.74 
5 11.37 12.48 138.19 13.79 14.40 250.87 
Retirement Income 65—Male 
10 1.46 1.93 2.87 3.96 5.23 60.18 
15 1.66 2.30 3.44 4.79 6.17 72.06 
20 2.05 2.81 4.26 5.72 7.16 86.5 
25 27.6 3.73 5.33 6.89 8.40 106.78 
30 363.69 4.76 6.49 8.12 9.75 128.66 
85 = 4.57 5.71 7.57 9.89 11.17 150.34 
40 5.43 6.71 8.80 10.82 13.69 175. 
45 6.21 7.71 10.10 12.92 17.84 210.92 
50 88.11 9.92 13.01 19.00 .... 177.19 
65 8.46 11.11 18.40 .... 113.87 
Endowment at 65 
10 1.29 1.62 2.32 3.17 4.20 48.88 
15 1.46 1.94 2.83 3.91 5.01 59.21 
20 1.82 2.40 3.55 4.73 5.86 72.09 
25 2.46 3.24 4.50 5.71 6.87 89.60 
30 3.33 4.17 5.49 6.75 7.97 108.59 
35 4.37 5.26 6.66 8.01 9.25 130.98 
40 5.51 6.47 8.01 9.43 10.87 156.73 
45 6.37 7.46 9.14 10.84 12.49 180.16 
50 8.19 9.43 11.58 13.66 .... 153.17 
64 9.22 11.08 13.94 .... -- 115.60 





List Companies Changing 
Retirement Income Rates 


Sixteen companies changed their re- 
tirement income rates in 1947. The new 
premium rates are shown in the tabu- 
lation below. Rates are based on male 
lives at 35 issue age for $10 a month 
and 120 months certain and are shown 
for retirement ages 55, 60 and 65. Poli- 





cies are participating unless otherwise 
indicated. 
Age at Retirement 
Company 55 60 65 
Aetna— 
Participating ...... 97.61 67.86 50.06 
Non-Part.* ........ 6.04 66.53 49.66 
Bankers, Ia. .......0, 100.08 69.66 50.92 
Cal.-Western ........ 103.65 71.40 51.25 
Conn. Mutualy ...... 96.42 67.40 50.24 
Conn. Mutualft ...... (a) 5.58 47.88 
Equitable, N. Y.*..... 104.79 69.43 51.48 
Farmers, Ia. ..... oo <a) (a) 48.18 
George Wash. (a) 66.21 49.22 
John Hancock 97.24 67.18 49.25 
Mass. Mutual .. - 93.36 65.32 48.40 
Mutual, Can. ..... -. 94.36 65.95 48.50 
National Guardiant .. (a) 62.02 45.46 
New England ....... 92.13 64.34 47.68 
“SSS as (a) 72.00 52.99 
N.W. Mutual ........ 96.48 67.64 50.00 
Ohio National ....... 93.03 64.67 47.51 
Penn Mutual ........ 98.10 68.67 50.77 
Prudential (b) ...... 102.12 71.92 53.98 
Standard, Ore.ft ...... 92.71 64.87 48.01 


*$1,500 insurance, 

7$1,200 ins.; income, 100 mos. certain. 
$1,000 ins.; income, 100 mos. certain. 
(a) Not issued. 

(b) $1,200 insurance; waiver included. 








YOUR CHOICE 
Of the following 
PREFERRED RISK POLICIES 


ORDINARY LIFE 
20 PAYMENT LIFE 
ENDOWMENT AT 65 


LIFE PAID 


UP AT 65 


Minimum Amounts $2,500 


* * 


* * 


General Agency Openings in 
ILLINOIS — INDIANA — MINNESOTA 


RELIANCE MUTUAL 
LIFE INSURANCE COMPANY 


of Illinois 
NORMAN B. ANDERSON, Supf. of Agents 


105 W. MADISON STREET 


CHICAGO 


An Old Line Legal Reserve Company 





as 





Aetna Life Revises Rates 
for Two Contracts 


Aetna Life has brought out a revised 
scale of premium rates applicable to its 
non-participating ordinary life and fam- 
ily income plans. Rates for these forms 
were published effective Jan. 1, under 
the change to the CSO basis and the 
current scale represents a further revi- 
sion. Non-forfeiture values on these 
contracts have not been changed. Pre- 
mium rates have been reduced at most 
ages on these policies. Illustrative rates 


are: 

Ordinary Life—Nonparticipating 
— Age we Age 5 Age — 
10..12.14 32..20.25 45..32.35 58.. 56.86 
15..13.05 33..20.88 46..33.67 59.. 59.62 
20..14.63 34..21.55 47..35.06 60.. 62.55 
21..14.97 35..22.24 48..36.52 61.. 65.67 
22..15.34 36..23.05 49..38.08 62.. 68.98 
23..15.73 37..23.89 50..39.72 63.. 72.45 
24..16.18 38..24.77 51..41.46 64.. 76.09 
25..16.56 39..25.69 52..43.29 65.. 79.95 
26..17.01 40..26.67 53..45.24 66.. 84.26 
27..17.50 41..27.69 54..47.30 67.. 88.82 
28..18.00 42..28.75 55..49.49 68.. 93.70 
29..18.54 43..29.89 56..51.80 69.. 98.86 
30..19.10 44..31.08 57..54.25 70..104.36 
31..19.66 aoe pte » le 


Family Income—Nonparticipating 
10 Year Plan 


16..14.75 31..21.47 43..33.43 55.. 58.78 
20..16.138 32..22.13 44..34.87 56.. 61.94 
21..16.48 33..22.83 45..36.41 57.. 65.33 
22..16.86 34..23.58 46..38.03 58.. 68.99 
23..17.26 35..24.86 47..39.76 59.. 72.93 
24..17.67 36..25.27 48..41.61 60.. 77.18 
25..18.12 37..26.23 49..43.61 61.. 81.75 
26..18.59 38..27.25 50..45.74 62.. 86.64 
27..19.11 39..28.384 51..48.02 63.. 91.82 
28..19.65 40..29.52 52..50.45 64.. 97.31 
29..20.24 41..30.76 53..53.05 65..103.16 
15 Year Plan 
16..15.41 31..22.50 43..35.90 55.. 66.27 
20..16.82 32..23.22 44..37.58 56.. 70.16 
21..17.18 33..23.99 45..39.39 57.. 74.35 
22..17.57 34..24.82 46..41.30 58.. 78.89 
23..17.99 35..25.70 47..43.34 59.. 83.81 
24..18.42 36..26.72 48..45.52 0.. 89.18 
25..18.89 37..27.79 49..47.89 61.. 94.97 
26..19.39 38..28.93 50..50.43 62..101.18 
27..19.94 39..30.15 51..53.17 63..107.78 
28..20.52 40..31.47 52..56.10 64..114.79 
29..21.15 41..32.86 53..59.26 65..122.26 
30..21.82 42..34.32 54..62.64 as 
20 Year Plan 
16..16.08 30..23.01 41..35.62 52.. 63.57 
20..17.55 31..23.78 42..37.33 53.. 67.44 
21..17.93 32..24.60 43..39.19 54.. 71.65 
22..18.85 33..25.47 44..41.19 55.. 76.22 
23..18.80 34..26.40 45..438.35 56.. 81.17 
24..19.27 35..27.389 46..45.65 57.. 86.49 
25..19.78 36..28.56 47..48.13 58.. 92.20 
26..20.83 37..29.79 48..50.78 59.. 98.29 
27..20.93 38..31.10 49..53.64 60..104.80 
28..21.56 39..32.50 50..56.70 wee 
29..22.26 40..34.02 51..60.01 ° 





More Shift to CSO Basis 


Among companies which have recent- 
ly announced changes to the CSO basis 
are National Life & Accident, which 
goes to a 3% basis for both industrial 
and ordinary policies Jan. 20, and Scran- 
ton Life, which went to the 2%4.% basis 
the first of the year. 


Conn. General Adds Two Contracts 


Connecticut General has added double 
protection and family maintenance. Both 
are combinations of ordinary life with 
10, 15 or 20 year term. 


AGENCY NEWS 


Schwemm Agency Again 
Leads Great-West 


Total new placed business in 1947 of 
$2114 million exclusive of group acci- 
dent and health, hospitalization, etc., was 
reported by the Earl M. Schwemm agen- 
cy of Great-West Life in Illinois, with 
office in Chicago. The full-time organi- 
zation placed 30% of this total and the 
balance came from brokers and surplus 
writers. 

Dec. 1 the agency passed the mark 
of $100 million business in force exclud- 
ing group insurance, the first individual 
branch of Great-West to reach this 
total, of which 57% consists of life busi- 
ness and 43% is volume credits estab- 
lished by annuities. The agency’s great- 
est growth has been in the last five 
years, since at the end of 1942 the total 
in force was $30 million. When Mr. 














Schwemm became manager in 1936 the 
total was about $10 million. 

Last year was the fourth consecy. 
tive year in which the agency placed 
over $20 million of new business ex. 
cluding group. The agency led the com. 
pany in the United States and Canada 
last year for the 10th consecutive year 
and at the end of 1947 had 42 consecy. 
tive months in which at least $1 million 
of new placed business was recorded. 


Vogel Agency Is Leader 


The W. S. Vogel agency at Newark 
of Columbian National Life led all agen- 
cies of the company in paid for produc. 
tion in 1947, and made a 50% gain ip 
group, accident and health. 





Drive Honors Peterson 


The Pittsburgh agency of Ohio State 
Life put on a two-week campaign jp 
honor of C. L. Peterson, general coup. 
sel of the company, writing more than 
$600,000. Mr. and Mrs. Peterson were 
guests of honor at a dinner given by 
the agency at the close of the campaign, 
A. E. D’Emilio is Pittsburgh manager, 


Zimmer Has Annual Meeting 


The Robert K. Zimmer agency of 
Penn Mutual Life at Columbus, O., held 
its annual meeting Friday and Saturday 
at Granville Inn, Granville, O. John 
M. Huebner, assistant to the vice-presi- 
dent, represented the home office. The 
agency reports the largest production in 
its history. 








Celebrate “Football” Victory 


The Wichita agency of Fidelity Mu- 
tual Life held a dinner meeting in cele. 
bration of its victories in the company’s 
“Football Season.” General Agent W. 
H. Brush led the agency, qualifying in 
Class A for the convention May 10-13 at 
Atlantic City with more than $250,000 
of paid business. He was presented a 
leather brief case at the dinner. Top 
ranking producers of the Kansas agency 
also will attend the convention. 


Munro Agents Confer 


The Don W. Munro northern Cal- 
ifornia agency of Union Central Life 
was told by Arnold Groningen, Jr., se- 
curities sales manager of San Francisco, 
that the competitive spirit in business 
has almost disappeared in the United 
States and that the mediocre type of 
competition can be met by consistent 
and intelligent work. 

Elwood Murphy, attorney, and Mal- 
colm Reed, CPA., spoke on _ various 
phases of income and other types of tax- 
ation and Frank W. Bland of THE 
NATIONAL UNDERWRITER closed the after- 
noon session with a talk on prospecting 
methods. 








THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 
The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 

e 


&. R. DEMING L. J. BAYLEY 
President Secretary 


HOME OFFICE—SYRACUSE, N. Y. 
Se ee een eee 
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~ NEWS OF LIFE ASSOCIATIONS 





Sales Demonstrations to 
Feature No. Cal. Congress 


SAN FRANCISCO—Except fer two 
featured speakers, the Jan. 21 northern 
California sales congress, sponsored by 
San Francisco Life Underwriters Assn., 
will be devoted to actual demonstrations 
of sales by members of the organiza- 
tion. The two speakers are Jul B. Bau- 
mann, president of the N.A.L.U., and 
Arthur P. Carroll, agency director of 
Equitable Society in the southwestern 
department. Mr. Carroll will speak at 
the luncheon on “Order Out of Chaos.” 
Mr. Baumann will talk on “Our Present 
Day Responsibilities.” 


The demonstrations are: “Making 
Debit Ordinary Sales,’ Monte Weiss, 
Metropolitan; “Making the Package 


Sale,” J. F. Rankin, Fidelity Mutual; 
“Buying Life Insurance the Scientific 
Way,” Kearney P. Walton, Jr., Phoenix 
Mutual; “One-Interview Program 
Sales,” James M. Hamill, Equitable So- 
ciety; “Selling the Sole Proprietor,” 
Leonard M. White, Northwestern Mu- 
tual; “Selling the Partnership,” T. A. 
Gallagher, Prudential; “Selling the Key 
Man and Stock Retirement,” Ralph 
Low, Cravens, Dargan & Co. 

E. E. Keller, Reliance Life, president 
of the association, will start proceedings 
and Murray Riskin, Equitable Society, 
general chairman, will conduct the gen- 
eral sessions. 





Cincinnatians Told Hard 
Hearted Man No Prospect 


CINCINNATI—Not only must the 
prospect have the need, the money and 
the health to qualify for life insurance, 
but he must also have the desire to do 
the right thing for his family, Robert C. 
Miller, W. T. Earls agency of Connec- 
ticut Mutual, told Cincinnati Association 
of Life Underwriters. Otherwise, he 
should be chalked off the agent’s pros- 
pect list. He likes to make package 
sales because there are more people to 
whom a package sale can be made. 
The young family man needs protection 
in the early years and for this reason 
Mr. Miller concentrates on paid-up at 
65 or endowment at 65 contracts. Mr. 
Miller, a veteran, sells veterans on 
converting their G.I. insurance and has 
made many friends by doing so. Through 
arranging this insurance properly to 
get the maximum income, the agent 
can perform a real service. 


Prefers to Sit at Table 


He prefers to sit with his prospect at 
the dining room or kitchen table, be- 
cause it is a lot easier to slide an appli- 
cation across the table than to unbend 
from an easy chair. 

Miss Jean Vaupel, principal of the 
Seguin school, was a guest. The associa- 
tion each year sponsors a Christmas 
party for the underprivileged children 
of the school and the committee headed 
by H. S. Pressler, John Hancock, 
raised $561 for this purpose. W. Henry 
Blohm, general agent Provident Mutual, 
President, ennounced that the annual 
leaders club banquet will be held in 
January or February and the annual 
sales congress in March will be arranged 
by L. B. Scheuer, general agent State 
Mutual. 





Indiana Assn. Heads to Meet 


Loyal B. Wilson, president of the In- 
diana Assn. of Life Underwriters, will 
hold a meeting of its executive commit- 
tee and all committee chairmen of the 
State association Saturday at the Colum- 
bia Club in Indianapolis. Plans will 


be discussed for the coming meeting of 


the Indiana Leaders Club, which is 
headed by Lowell Craig of Indianapolis. 


Pittsburgh — S. O. Schumacher, 
general agent of Provident Mutual at 
Akron, will talk on “I Love Life In- 
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surance” at the Jan. 15 luncheon mecet- 
ing, Hotel Roosevelt. 





Dubuque — The association brought 
about the introduction of a C.L.U. study 
course at Loras College with an enroll- 
ment of 13. Ray Schneider is chairman 
of the group. 

Oakland-East Bay—G. I. Long, Jr., 
head of the securities department of the 
Wells Fargo Bank of San Francisco, 
spoke on general economic conditions 
and discussed the Marshall plan. Jul B. 
Baumann, president of N.A.L.U., will ad- 
dress the Jan. 20 meeting. 

Salina, Kan.—The association is con- 
ducting a membership campaign which is 
expected to bring the membership to a 
new all time high in January. Elliott 
Beldon, Franklin Life, is president. 

Manhattan, Kan.—An open forum dis- 
cussion was held on “Life Insurance Or- 
ganizations in Kansas,” led by L. E. 
Hobbs, Manhattan Mutual Life. Paul D. 
Raymond, National Fidelity Life, state 
committeeman, reported on the state di- 
rectors’ meeting at Topeka. A joint news- 
paper publicity program was launched. 


N. W. Mutual Kicks 
Off for ‘48 at N. Y. 


(CONTINUED FROM PAGE 1) 


In selecting prospects the agent should 
quickly separate his raw material into 
potential and non-potential groups so 
that he will not waste valuable time 
soliciting people who have neither the 
intention nor the financial backing to 











uy. 

Mr. McFarlane has several selling 
plans for this year. Most important, he 
will go after high-salaried men. As in 
the past he will contact important in- 
dividuals in large corporations to try 
to sell them because if he can get these 
men to buy insurance he is virtually cer- 
tain that men under them will hear about 
it and follow suit. A good procedure is 
to get hold of the company’s telephone 
book and go through it with his policy- 
holder in the corporation and pick out 
logical prospects. Pensions will be high 
on Mr. McFarlane’s priority list. He 
expects Congress to pass a divided in- 
come plan for husbands and wives re- 
porting their income taxes and he will 
try to get such couples to put the result 
of savings into insurance. 


Stresses Emotion as Motivation 


“Men buy life insurance because they 
love someone else more than they love 
themselves but sometimes they have to 
be reminded of it. That is the job of 
the agent,” said O. E. Eames of Boston. 
Evoking emotional and not financial 
motives sells approximately 90% of all 
policies, and no matter how important 
Statistics may be, the human values 
should never be forgotten as a sales 
argument. 

A strong conviction of profound per- 
sonal responsibility is of great impor- 
tance, and every agent must remember 
that he is a teacher as well as a sales- 
man, he said. 

Prospects between 25 and 40 have 
proved the most satisfactory to Frank 
B. Francis of Wilmington. As a rule 
people in this age category present less 
competition. They are not definitely 
tied up with another agent and have not 
already had their insurance programmed. 
Also risks of this sort are more accept- 
able to the company than any others. 


Lead Letters Succéssful 


The three outstanding lead letters for 
him are the ones on planned income, 
retirement income and educational trust. 
The preparation of mailing lists to be 
sent to the home office is of extreme 
importance and an agent should be sure 
the prospect has a telephone either at 
his place of business or at his home. If 
the individual’s business connection is 
not known, Mr. Francis makes certain 
that he lives in a good neighborhood. 

In securing names for his lead letter 
lists he employs the following sources 


of information: Daily and weekly local 
newspapers, which contain births, new 
residents of the city and its suburbs, an- 
nounced or contemplated marriages, 
promotions and transfers of men em- 
ployed in local plants and social events 
that list people who are known to be 
in the preferred age bracket; telephone 
directories of corporations have proven 
to be extremely valuable; and finally the 
city directory from which the names of 
employes, directors and executives of 
smaller firms can be secured. 

Experience has demonstrated that 
sales do not materialize until from 45 
to 75 days after the list of names has 
been sent to the home office even though 
first class mail is used there. Regard- 
less of what the early results may be, 
success in using the lead letters will 
only be obtained if a good sized number 
of letters is sent every,week. He said 
that he averages about 600 per month 
and that he evenly distributes them 
throughout the period. 
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Within an hour after Mr. Francis re- 
ceives the reply card from the home of- 
fice he contacts the prospect by phone 
and arranges for an interview and if it 
is set for a few days in advance he has 
his secretary confirm the appointment 
by mail. It is very important for the 
agent to tell the prospect that he will 
not take up too much time. He said that 
20% of his sales are closed on the first 
interview, 75% on the second and only 
about 5% require more than two. 

Jerome C. Boyer, assistant superin- 
tendent of claims, emphasized the 
agents’ duty as professional men to see 
that settlement options are kept up to 
date, for a plan drafted only a half a 
dozen years ago may be seriously out of 
line today, not only in adequacy of in- 
come but in the omission of recent chil- 
dren, needlessly strict withdrawal provi- 
sions and mandatory settlements which 
cannot be changed. 

Mr. Boyer gave a dramatic and mov- 
ing account of life insurance in action 


INSURANCE 


WRITTEN IN ONE DAY! 


@ The strength, aggressiveness and 
close cooperative spirit of the farmers 
throughout Indiana have again helped 
the Indiana Farm Bureau to break 
sales records for a one-day sales drive. 
This was demonstrated by the sale of 
$1,883,108.00 of ordinary life insur- 
ance written in one day— December 
12, 1947. 


To increase the insurance sold in 
one day in 1947 with the trend toward 
reduced sales — 1946 — $1,704,000.00 
compared with 1947—$1,883,108.00 
is proof of the support which Indiana 
farmers and their families give to 
Hoosier Life. Only their loyalty makes 
it possible to set such outstanding 
sales records. 





AFFILIATES 
FARM BUREAU MUTUAL INSURANCE 
COMPANY OF INDIANA, INC. 
FARM BUREAU FIRE AND TORNADO 
INSURANCE COMPANY 


Further proof of this loyalty: Paid 
for business in 1947 as of December 
1st was 26% ahead of 1946. Friendly 
farmers know the benefits of buying 
from their own life insurance com- 
pany. They believe in cooperation 
rarely found in normal business chan- 
nels— because of this such a sales rec- 
ord would otherwise be impossible. 


For information on agency plan write— 
Epwarp D. Stevens, Agency Director 












HASSIL E. SCHENCK - RESIDENT 


FARM BUREAU BLDG. - INDIANAPOLIS 4, IN 





An Emblem 





Lutherans. 





LUTHERAN MUTUAL LIFE INSURANCE 


Waverly, lowa 








Sound business management and very low mortality bave 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


Inquiries, regarding agency openings, are invited from 


COMPANY 
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as he sees it in the claim department. He 
described in some detail Northwestern’s 
system of handling death claims, empha- 
sizing the company’s policy of keeping 
litigation over claims to the absolute 
minimum. He also mentioned the com- 
pany’s practice of returning the original 
policy to the beneficiary after an income 
settlement has been initiated rather than 
substituting a supplementary contract. 
The original policy has both a practical 
and sentimental value to the beneficiary, 
he said. 


Other Speakers Listed 


Other speakers were President Ed- 
mund Fitzgerald and Prof. A. James 
Casner of Harvard law school, whose 
talks are reported elsewhere in this 
issue; and S. S. Trotman of Hartford 
and E. B. Lillis of Erie. P. E. Burke, 
Jr., Steubenville, O., presided at both 
luncheon sessions and P. F. Kamens of 
Pittsburgh, E. B. Redfield, Jr. of Boston 
and Glenn B. Dorr, general agent at 
Hartford, conducted the other sessions. 

During intermissions and at the 
luncheons and dinner Mrs. Lauretta 
Flynn, wife of John Flynn, New York 
City agent, played the organ. 

As a special tribute to the late presi- 
dent, M. J. Cleary, white carnations 
were distributed at the meeting and Ed- 
mund Fitzgerald, president, in his open- 
ing address said that he hoped to carry 





Managers and staff superintendents of 
Baltimore Life held regional meetings 
in Pittsburgh and Baltimore. Upwards 
of 125 attended. New policies on the 
24%% basis and new sales plans were 
discussed. A three-year collection book 
was introduced. 





O. J. Davis, secretary National Life 
& Accident, is chairman of the 1948 Red 
Cross campaign in Nashville and David- 
son county. 
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FRATERNALS 


Receives Second Honorary Citizenship j 





Minn. Congress Is 
Host to Governor 


Althea Berglund of Independent Or- 
der of Svithiod was elected president of 
the Minnesota Fraternal Congress at the 
annual meeting held in Minneapolis, suc- 
ceeding B. M. Wacholtz, Equitable Re- 
serve. : 

Other new officers are: First vice- 
president, W. G. Fisher, executive vice- 
president Lutheran Brotherhood, Minne- 
apolis; second vice-president, Magdalene 


Ferguson, Herman Sisters; secretary- 
treasurer, Stanley Wagner, Catholic 
Workmen. * 


Notes Confused Thinking 


Governor Youngdahl of Minnesota 
said that with a great confusion in pres- 
ent day thinking and the uncertainty 
evident in the national economy there is 
great need for the spirit of fraternalism 
and brotherhood which was_ behind 
founding of the fraternals. “The home 
is worthy of insurance and protection,” 
he said. “Was there ever a time in this 
nation when we needed to come to a 
greater appreciation and make a greater 
emphasis upon the value of the home?” 
He stressed that scientists, because of 
the threat of the atomic bomb, give the 
people of the world about 10 years to 
get the answer to the problem of living 
together. 

Governor Youngdahl said he was 
sorry to see Newell Johnson leave as 
insurance commissioner for he had rend- 
ered outstanding service, but felt the 
new commissioner, A. W. Harris, i 
a worthy successor. The governor gave 
assurance of proper administration of 
the state’s insurance laws. 

Among speakers were Otto Hansen, 
national secretary, Independent Order of 
Svithiod, Chicago; Mayor Humphrey of 
Minneapolis; N. J. Williams, president 
Equitable Reserve, Neenah, Wis. Newell 
Johnson introduced Mr. Harris, who 
spoke. W.G. Fisher told of the Minne- 
sota Congress’ educational plan which 
was adopted by the state congress sec- 
tion of the National Fraternal Congress 
at the annual convention in Detroit last 
fall. Mrs. Clara B. Bender, Degree of 
Honor, St. Paul, N.F.C. past president, 
extended greetings from N.F.C. for 
President T. W. Midkiff, who is head of 
W.O.W. at Denver. Hugo Young 
Catholic Order of Foresters, reported on 
the N.F.C. state congress section meet- 
ing. A quiz on promoting junior activi- 
ties was conducted by Edna Dugan, na- 
tional vice-president, and Hazel Schram- 
ske, state president Degree of Honor. 


Herbert Benz Takes Place 
Among Field Directors 


Herbert G. Benz, the new field direc- 
tor of Aid Assn. for Lutherans, Apple- 
ton, Wis., has had 
long experience in 
fraternal work 
both in home office 
and field. For some 
time he has been 
the assistant field 
director as well as 
editor of the soci- 
ety’s monthly pub- 
lication, Mr, Benz 
is a son of Presi- 
dent Alex O. Benz 
of Aid Assn. He 
has been active for 
a number of years 

in the press section 
of National Fraternal Congress and Fra- 
ternal Field Managers Assn. 


1S 





Herbert G. Benz 


Croatian Fraternal Union 
Must Replace Fund 


HARRISBURG, PA.—Commissioner 
Malone has directied officers of Cro- 
atian Fraternal Union, Pittsburgh frater- 
nal, to return to its treasury $50,000 





President E. M. McConney of Bank- 
ers Life of Iowa received his second 
honorary citizenship within a year when 
he was presented a certificate making 
him an honorary citizen of Huntington, 
W. Va. The honor came from Mayor 
Tomkies of Huntington while Mr. Mc- 
Conney was on an agency visit to the 


there. Earlier in 1947 he was made an 
honorary citizen of Texas. Shown in 
the picture are, left to right, Mr. Haynes, 
D. S. Diddle, president of the Hunting- 
ton Chamber of Commerce, Mayor 
Tomkies, Mr. McConney, D. L. Dona- 
hue, one of the agency’s leading produc- 
ers, and R. Haynes, agency Supervisor 
in West Virginia. 





Pryce M. Haynes West Virginia agency 





spent on a convention last September. 
He said the directors had no authority 
under the society’s constitution and by- 
laws to transfer the money from relief 
fund to help pay for a prolonged con- 
vention which was marked by stormy 
political debate. 

John D. Butkovich, president of the 
fraternal, was charged by Malone with 
responsibility to see that the money is 
repaid and was given 10 days in which 
to notify the commissioner that the ac- 
tion has been taken. 





Miss Erna M. Barthel of Rock Island, 
Ill., who retired Dec. 1 as supreme re- 
corder of Royal Neighbors of that city 
after holding that office 22 years, was 
honored by employes at their annual 
Christmas party. They presented her a 
diamond-set wrist watch. Miss Barthel 
was eulogized by a number of the offi- 
cers and employes, it being pointed out 
that she had been associated with the 
society for 40 years. 

Herman Albrecht, 69, Milwaukee 
general agent of Aid Association for 
Lutherans, died there after a cerebral 
hemorrhage. He had been a teacher in 
Lutheran schools in several Wisconsin 
cities before joining Aid Association 22 
years ago, and became general agent 17 


CHICAGO 


SHERMAN’S FIELD ENLARGED 


John H. Sherman, who has been vice- 
president in charge of the life depart- 
ment of W. A. Alexander & Co., Chi- 
cago, has now been made executive vice- 
president in charge of the standard risk 
division. This department will deal with 
the individual personal and small busi- 
ness accounts of the agency in all lines 
of insurance. W. A. Alexander & Co. 
is general agent for Penn Mutual Life. 














JAMISON & PHELPS LEADERS 


Earl Brooder led the Jamison & 
Phelps agency of Northwestern Mutual 
Life in Chicago in paid volume for 1947 
and Clarence Smith, who is president of 


Chicago Life Underwriters Assn., won 
the quality award, based on average size 
policy, average premium and first year 
lapse ratio. Both are among the 11 mem- 
bers of the agency who qualified for the 
1947 Million Dollar Round Table. 





CONTINENTAL 


Continental Assurance has __ just 
appointed two supervisors in the Chi- 
cago branch, 748 Insurance Exchange 
building. Richard T. Shea was for many 
years an agent of Aetna Life in Chicago 
and later was in supervisory work. 
After a short period of service in the 
army in the recent war, he became 
joined the Kemper insurance organiza- 
tion in Chicago, doing educational train- 
ing. He replaces Clarence A. Melohn, 
who was appointed manager of the life 
department in the Chicago accident and 
health branch of. Continental Casualty. 

John T. Fleischer was formerly with 
Occidental Life in Chicago doing brok- 
erage work. He later served in the army 
air force. He takes over the duties of 
E. J. Herrick, recently appointed Chi- 
cago branch manager, replacing George 
R. Robson, vice-president, who takes 
charge of the newly created Chicago 
service office for the entire metropolitan 
area of Chicago. 

Miss Cecelia Lammers continues as 
brokerage supervisor in the Chicago 
branch. 
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Parkinson Sees Record 
Sales Potential for 1948 


NEW YORK — Continuation of an 
unsurpassed market in 1948 was pre- 
dicted by President T. I. Parkinson of 
Equitable Society at Equitable’s annual 
leaders banquet in New York City. 
More than 300 leading agents of the 
greater New York department attended. 

H. A. Yoars, vice-president in charge 
of the New York department was chair- 
man and said that new records were 
made in 1947 in first year commissions, 
ordinary and group volume and club 
membership. Other speakers were V. 
S. Welch, agency vice-president and 
M. H. Cohen, president New York de- 
partment board of managers. 





S. H. HADLEY, Supreme President 





PROTECTED HOME CIRCLE 


SHARON, PA. 
FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 


SHARON, PA. 


L. D. LININGER, Supreme Secretary 
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A business needs a will just as much 
as an individual for it, too, is likely to 
die, Warner F. Haldeman, associate 
counsel of Penn Mutual Life, told the 
Chicago Life Insurance & Trust Coun- 
cil. His subject was, “A Will for Your 
Business.” : 

Mr. Haldeman emphasized that a one- 
man business such as the sole proprietor- 
ship seldom outlives its founder; in a 
partnership, the death of a partner ordi- 
narily terminates the partnership, and 
even in a close corporation where tech- 
nically the death of a stockholder does 
not call for liquidation of the corporate 
business, as a practical matter in many 
if not most cases both the family of 
the decedent and surviving stockholders 
would prefer to have the decedent’s 
business interest liquidated. 


Defines Business Will 


The will of a business, he said, is legal 
declaration of its intentions as to what it 
wills to be performed after its death in 
relation to its property; a declaration 
or agreement by the personalities who 
are the business of their intentions as 
to what disposition is to be made of the 
business property in the event of a tech- 
nical or actual termination. 

The business will is merely a business 
insurance agreement, Mr. Haldeman 
said, and the life agent’s function is con- 
nection with it, of course, is to provide 
the life insurance coverage to implement 
the agreement. 

While there are fundamental differences 
between sole proprietorships, partner- 
ships and corporations, the business in- 
surance agreements do not vary greatly 
and the essential elements are: 

Required Factors Shown 

(a) Agreement by each owner to sell 
his entire interest at death (or retire- 
ment) to surviving partners, stockhold- 
ers or key employes. (b) Agreement by 
surviving partners, stockholders or key 
employes of a sole proprietorship to buy 
the entire interest of the decedent. (c) 
Purchase of policy on life of each owner 
of a business interest, preferably ordi- 
nary life or limited payment life poli- 
cies. Term policies are used occasion- 
ally, particularly in cases of new busi- 
ness and uninsurables frequently are 
taken care of by deferred annuity con- 
tracts. (d) Payment of premiums by 
parties who are to benefit from the in- 
surance—those other than insured. 





AGENCY DIRECTOR 
WANTED 


Experienced man in life and/or health & 
accident insurance, preferably under 40, 
with record of personal production and 
some agency work. Must be a Mason. 
Sala: and traveling expenses, car fur- 
nished. Regular salary increases with in- 
creased volume. Write in confidence to 
R. L. Walker, Secretary, National Masonic 
Provident Ass‘’n., Mansfield, Ohio. Est. 1890. 
Life and Guaranteed Renewable, dividend 
paying Health & Accident Insurance for 
~ 5 qu Licensed in Ohio, Michigan 
and D. C. 

















LIFE INSURANCE SALES SUPERVISOR 


Growing Chicago Agency of an old Eastern 
Company seeks a supervisor to assist in re- 
cruiting, training and working with men in the 
field, Applicant should be up-to-date in mod- 
em selling and organizati thods, and have 
@ record of substantial production. Oppor- 
tunity for General Agency work. Prefer man 
under 40. Salary plus basis. Address O-45, 
The National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 

















(e) Definite method of valuation—by 
agreement of all parties periodically 
(each valuation to be endorsed upon or 
appended to agreement)—or upon the 
death of an owner in accordance with 
specified formula. (f) Provision for 
payment in instalments of business in- 
terest not covered by insurance. (g) 
Disposition of any insurance proceeds in 
excess of value of business interest— 
frequently provided that minimum value 
of decedent’s interest shall be equal to 








T. I. Parkinson Urges Life 
People to Fight Inflation 


NEW YORK—Urging the life insur- 
ance industry to take the lead in the 
fight against inflation in 1948, Thomas 
I. Parkinson, president of Equitable So- 
ciety, warned, in a year-end statement, 
that though more insurance is in force 
now than ever before, the average 
American, because of the drop in pur- 
chasing power of the dollar, actually has 
less insurance protection than in 1940. 
He said life insurance executives “seem 
to be afraid to make unpopular though 
sound proposals on existing inflation 
dangers” and that a statement express- 
ing disapproval of the fiscal policies of 
the government was approved by the di- 
rectors of the Life Insurance Assn. of 
America more than a year ago but de- 
spite this approval, the time and cir- 
cumstance of the statement’s publication 
were referred to a committee “which 
substituted for it a watered-down criti- 
cism of inflationary trends.” 


Loss in Interest Earnings 


Because of the artificial low interest 
rate dictated by the government, life in- 
surance owners as a class are losing as 
much as $500 million a year in interest 
earnings, Mr. Parkinson said, adding 
that managers of life insurance institu- 
tions must recognize their responsibility 
to preserve the purchasing value of the 
dollar in which their contracts are pay- 
able. If some real leadership is shown 
in the fight against inflation, Mr. Park- 
inson said, the American people can 
count on a good business year in 1948. 
“The capital equipment of this country’s 
enterprise now needs much renovation 
and expansion,” he pointed out, “if we 
are to maintain and increase our capac- 
ity to produce in great volume. An es- 
sential element in achieving this goal is 
to see to it that conditions are main- 
tained which will continue to encourage 
saving.” 





Osten General Agent of 
Security Mutual in Chicago 


Joseph F. Osten has been appointed 
‘Chicago general agent of Security Mu- 
tual Life of Binghamton. He _ suc- 
ceeds Al Greene who will devote his 
time to personal production. 

‘Mr. Osten has been assistant manager 
of Connecticut General in Chicago and 
before that was an agent of that com- 
pany. Before entering life insurance 
514 years ago he was comptroller of 
American Slicing Machine Co. and be- 
fore that was with Chicago Title & 
Trust for nine years. 





Business Paper Group 

The Publishing Industry Group Insur- 
ance Fund has written $1,450,000 of life 
insurance and accidental death and dis- 
memberment insurance with Travelers. 
The fund covers employes in the pub- 
lishing and publishing service industry. 


net proceeds of business insurance on his 
life. (h) Privilege granted to all par- 
ties to purchase policies on their lives for 
amount equal to cash value in event of 
termination of agreement. 

. Mr. Haldeman said that while many 
in the business seem to think the tax 
problems involved in business insurance 
are considerable he disagrees with this 
point of view and feels no tax problem 
should arise in the ordinary run-of-the- 
mill business insurance case if the few 
simple principles are understood and 
followed. 

“Tf the policies are owned at all times 
by the parties who are to purchase the 
business interests of their associates in 
event of death,” he said, “the insurance 
proceeds received by the survivors and 
applied by them as the purchase price 
of the business interest should not be 
subject to any tax (income, inheritance 
or estate). However, everyone who re- 
tains until death an interest in a busi- 
mess as a partner, stockholder or sole 
proprietor should expect the value of 
that business interest to be included in 
his estate for tax purposes. 

“And, in my opinion, fancy arrange- 
ments which have as their purpose the 
avoidance or evasion of the tax upon 
the transfer of a business interest at 
death have little chance of success. The 


Sales Ideas and Suggestions 


lBusiness Needs a “Will” Just 
as Much as Individual 





decedent’s estate should not be held to 
include, for tax valuation purposes, both 
the business insurance proceeds and the 
business interest which is to be pur- 
chased with those proceeds—but, neither 
is it possible to exclude from a taxable 
estate both the business insurance pro- 
ceeds and the value of the decedent’s 
business interest.” 

Mr. Haldeman also discussed points 
brought up by members, especially the 
questions about the tax on annuity in- 
come and integration of gift and estate 
taxes. 


Announce Joint Meeting 


John L. Chapman, First National 
Bank, chairman, announced tentatively a 
joint session of the council and Chi- 
cago C.L.U. chapter ‘in February to be 
addressed by D. B. Maduro, counsel 
New York City Life Underwriters Assn., 
and also mentioned some of the speak- 
ers in the Saturday forums of C.A.L.U. 
in February, including C. J. Zimmerman 
of L.I.A.M.A.; Judd C. Benson, Union 
Central, Cincinnati; John O. Todd, 
Northwestern Mutual, and Roland D. 
Hinkle, Equitable Society, both of Chi- 
cago; W. R. Jenkins, Dan A. Kaufman 
and Edwin P. Gunn. There also will 
be a skit on programming. 
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Need for Greater 


Agent-Lawyer Cooperation 


NEW YORK — Lack of cooperation 
between lawyers and life men is mostly 
due to failure to appreciate and under- 
stand all the complexities involved in 
formulating intelligent judgments on 
life insurance situations, said Prof. A. 
James Casner of the Harvard law school 
in his talk at the Northwestern Mutual’s 
regional meeting. He said he hoped to 
bring about a close relationship be- 
tween lawyers and life insurance people 
so that by working together they can 
give the public the best possible life in- 
surance advice. 

Mr. Casner said that despite the ex- 
cellent educational work of the life in- 


surance and trust councils and the 
C.L.U., the bar, being naturally con- 
servative and slow to take up new proj- 
ects, has taken comparatively little part 
in these educational programs and max- 
imum knowledge and understanding of 
the problems cannot be obtained with- 
out the bar’s full cooperation. He said 
that in the public interest insurance 
men should employ some of their pow- 
ers of persuasion on the bar to bring 
about a thoroughly cooperative effort 
in the field of mutual education. He 
suggested that some of the major life 
companies take the initiative by offering 
prizes for essays written by lawyers, 





AGENCY DIRECTOR NEEDED 


We are a life insurance company with approximately 
$30,000,000 of insurance in force and need a man between the 
ages of 35 and 45 to be in charge of our Agency Department. 
He must be capable of developing organizing, and training 
general agents and special agents. Give experience and qual- 
ifications in reply. Address O-44, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 











son Blvd., Chicago 4, Ill. ' 








Would You Like To Be a Supervisor? 


Succesful Atlanta, Georgia Agency of one of the oldest and 
strongest Eastern life companies offers outstanding oppor- 
tunity. Address O-42, The National Underwriter, 175 W. Jack- 
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Actuary and Certified Public Accountant 
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agents and trust officers to increase the 
knowledge of all who need to deal with 
the intricacies of life insurance and re- 
lated matters, 

It is vital to a lawyer’s work, Mr. 
Casner said, that he know the avail- 
ability of life insurance to meet various 
problems and the lawyer’s knowledge is 
important to the agent because fre- 
quently a lawyer is present where the 
purchase of life insurance is being con- 
sidered. Mr. Casner cited these types of 
situations in which he may recommend 
life insurance to a client: Supplying 
liquid assets to preserve accumulated 
wealth against undue shrinkage at death; 
coverage on a debtor’s life to protect a 
creditor; business cases, either to pro- 
vide funds for purchase of a decedent’s 
interest or key-man coverage where a 
business is dependent upon one man and 
money will be needed to carry the busi- 
ness through reorganization in case of 
his death; estate building cases; and re- 
tirement cases where a man has accumu- 
lated wealth and does not want the re- 
sponsibility of managing it any longer. 

Saying that “your profession and mine 
have a common interest in planning for 
the affairs of people,” Mr. Casner urged 
his audience to do what they could in 
their own way ic bring about a coopera- 
tive educational program. 





Equitable Society Advances 
Four Group Annuity Men 


Equitable Society has made the fol- 
lowing promotions in its group annuity 
division: J. A. Steele becomes assistant 
divisional director in New York metro- 
politan area and the south. He joined 
Equitable in 1933 in Chicago, later serv- 
ing as group divisional manager in the 
south and since 1945 group annuity sales 
assistant in the east and south. G. E. 
Francis, who joined the company in 
1929, becomes assistant divisional direc- 
tor in the east and New York metro- 
politan area. He was at first in group 
annuity actuarial work, later becoming 
group annuity service supervisor. 

A. M. Malocsay becomes assistant 
director in charge of sales work at the 
home office. He entered the group de- 
partment in 1943 after 14 years in the 
actuarial department. He has been in 
charge of proposals, calculations and 
sales correspondence in the group de- 
partment. G. W. Kerwin becomes as- 
sistant director and will have general 
supervision of group annuity service fa- 
cilities. He has been group annuity 
service supervisor since 1944. He joined 
the group department in 1941 and served 
there and in the agency administration 
work of the agency department. 





Aetna Names E. E. Enoch 
Providence General Agent 


E. Ellsworth Enoch, assistant general 
agent for Aetna Life in Pittsburgh, has 
been appointed general agent in Provi- 
dence. He succeeds H. H. Humphrey, 
who was appointed general agent in 
Newark. Mr. Enoch is a graduate of 
University of Chicago and has taken 
special courses in trusts and estates at 
Northwestern University. He was with 
a securities firm before he entered the 
insurance business in 1930. After con- 
siderable insurance experience in the 
sales and managerial fields, he joined the 
Aetna Life in 1942 as a supervisor in 
Pittsburgh and was appointed assistant 
general agent three years ago. He is 
a <Gas4); 


Kasche & Kasche Sales Rally 


Kasche & Kasche, Milwaukee, general 
agents of Aetna Life in Wisconsin and 
upper Michigan, held their annual sales 
meeting there. Joseph Euler, agency 
assistant from the home office, discussed 
“Business Insurance.” 

A group round table was conducted 
by W. A. Van Dyck & Associates, fol- 
lowed by a talk on “Estate Control 
Plan” by Kermit E. Ricklefs, supervis- 
sor, Fond du Lac. George Laikin, Mil- 
waukee tax attorney, discussed “ Taxes 
and Estate Planning.” Ellis H. Morgan, 





top Aetna producer in Milwaukee, spoke 
on “Family Income,’ and George W. 
McClung, supervisor, on “Retirement 
Income.” 

E. P. Kasche conducted a general ses- 
sion on “Accident & Health Insurance 
Underwriting.” 


Crawtord to Northern Life 


Don D. Crawford has resigned as 
manager at Portland, Ore., for Seeley & 
Co., to become manager of Northern 
Life at Eugene, Ore. He succeeds W. 
T. Bridges, who resigned because of 
his health and who will continue to rep- 
resent the company as agent. Mr. 
Crawford’s 18 years insurance experi- 
ence included a period as special agent 
of Zurich. 


Ohioan Collects at 96 


In 1907, Dr. Lewis W. Berry of Canal 
Winchester, O., then 56, took out a 
$1,000 policy in Ohio State Life. He 
will be 96 Jan. 21, and this week the 
company handed him a _ check for 
$1,089.49. He is the first policyholder 
of Ohio State Life to collect at age 96. 
The policy was sold by U. S. Brandt, 
counsel for the company, who later be- 
came president, when it was only 16 
months old. 

The check was presented by R. G. 
Leuzinger, general agent at Columbus. 


Order Business Insurance Paid 


HOUSTON—The award of $61,550 
to the company which held an insurance 
policy on the life of Julius C. Franklin, 
Houston investment firm official whose 
death by fire is still disputed after five 
years, has been upheld by the court of 
civil appeals. 

Franklin disappeared in 1941 and parts 
of a burned body and personal effects 
were found the next day in a car. His 
secretary, Helen O’Keefe, was convicted 
of murder in 1942, but a retrial which 
has never been held was ordered by the 
court of criminal appeals. American In- 
dustrial Investment Co., with which 
Franklin was associated, held $60,000 in- 
surance on his life, $25,000 covered by 
double indemnity. Pan-American Life 
in a civil suit, contended that Franklin 
had never been proved dead, an opinion 
which the jury did not share, deciding 
that not only was Franklin. dead, but 
that he died of injuries inflicted upon 
him by another person or persons. The 
civil appeals court upheld the district 
court ruling which allowed the invest- 
ment company to collect face value, but 
not double indemnity. The insurance 
company has announced that a new trial 
will be asked before the court of civil 
appeals. 


Berkshire Issues Many 
New Forms in Shift to CSO 


Berkshire Life, in changing to the 
CSO 2%% basis Jan. 1, has replaced its 
former ordinary life policy with the pre- 
ferred life ($5,000 minimum) and en- 
dowment at 85 plans. Other preferred 
risk plans are the benefactor (modified 
premium life), and term to 65, both 
with $5,000 minimums, and the double 
protection, on which death benefits prior 
to age 65 are double those thereafter, 
the premium reducing at age 65 and 
with $10,000 minimum initial sum in- 
sured. A five-year term renewable to 
age 60 is introduced ($2,500 minimum). 
The balance of the adult line, issue ages 
15 to 65, includes 10, 15, 20 and 30 pay- 
ment life; life paid up at 55, 60 and 65; 
life paid up at 65—cash benefit ($150 per 
$1,000 at 65); continuous payment 10, 
15, 20, 25 and 30 year endowments; 20 
payment endowment at 65; retirement 
income at 55, 60 and 65 (made and fe- 
male) and 70 male; single premium life 
and endowment at 65; 1, 2 and 5 year 
nonrenewable term (also on automati- 
cally convertible basis) and 10, 15 and 
20 year family income riders. Substand- 
ard coverages are available. 

The juvenile line, issued at ages 0-14 
(every plan not available at all ages) in- 
cludes two series, ultimate at 1 forrfis 
with death benefit of $1,000 except $250 











NEW YORK 


MILTON RIFKIN WITH WOLFSON 


The S. S. Wolfson agency of Berk. 
shire Life has appointed Milton Rifkin 
as a brokerage supervisor. He is a grad. 
uate of Brooklyn College and attended 
Harvard law school. He served in the 
navy and was discharged as a lieutenant 
in 1946. 


TO TALK ON WILLS 


R. Philip Lacovara, legal and associ. 
ate editor of Fiduciary Publishers, aa 
will address the Jan. 13 meeting of the 
New York City C.L.U. chapter on “Pit. 
falls to Look for in Wills.” 


EUBANK’S SON JOINS AGENCY 


Hugh A, Eubank has joined the staf 
of Prudential’s downtown agency, where 
his father, Gerald A. Eubank, is co. 
manager. H. A. Eubank’s duties cop. 
sist of liaison work with the home office 
underwriting department and brokerage 
duties on ordinary insurance. Since leay. 
ing the navy two years ago he has been 
in the group department in the New 
York area. Mr. Eubank is a graduate of 
Princeton. 


KRUEGER SLATED 


Harry Krueger, New York City gen. 
eral agent of Northwestern Mutual, wil] 
address the Life Underwriters Assn. of 
New York City Jan. 9 at the Hotel 
Pennsylvania on “Appraising Sales Con- 
ditions in Today’s Market.” 














during first policy year at issue age 0, 
and return premium forms with death 
benefit prior to age 15 equal to annual 
premiums paid accumulated at 2%%, 
Ultimate at 18 plans are 20 and 30 pay- 
ment life; life paid-up at 50; 15 and 20- 
year endowment; endowments at 18 and 
85; and 20 payment endowment at 65. 
Return premium plans are 20-payment 
life, life paid-up at 50 and 20-payment 
endowment at 65; and new 20-payment 
life and life paid-up at 18—cash benefit 
plans, which are limited payment life 
plans plus a cash benefit at the end of 
the premium paying period equal to the 
difference between $1,000 and the then 
cash surrender value of the paid-up life 
policy. Payor benefits provide for 
waiver of future premiums to age 25 of 
the insured child. 


Home Life ‘47 Production 
$103,800,068, a New High 


Home Life of New York reports a 
record year, with production totaling 
$103,800,068. Insurance in force gained 
$72,405,445. The average policy size 
was $12,159, as against $11,799 for 1946, 
Business in December, the biggest 
month in the company’s history, was 
42% ahead of December, 1946. 

Leading producers for the year were 

. C. Kenyon, Grand Rapids; L. R, 
Stein, Nework; L. Freedenberg, New 
York-Oshin; C. F. Steinhofer, New 
York-Evans; H. P. Poeschel, Newark; 
J. S. Chamberlain, New York-Evans; K. 
E. Lake, Salt Lake City; R. C. Me- 
Guiness, Washington; R. B. DuVal, 
Baltimore; M. Perlman, Chicago-Klein. 

Managers who directed the ten lead- 
ing agencies of the company for the year 
were: J. H. Evans, New York; Lester 
Horton, Newark; Clarence Oshin, New 
York; Roy Kenyon, Grand Rapids; V. 
W. Holleman, Washington; J. H. Coles, 
Pittsburgh; A. D. Sutherland, Detroit; 
A. R. Klein, Chicago; Frank Friedler, 
New Orleans, and J. M. Barker, St 


Louis. 


School for Mich. Examiners 


LANSING, MICH. — The Michigan 
department the past week conducted a 
special training school for its examining 
force, which has been built up extel- 
sively due to increased responsibilities 
under new legislation. The present force 
numbers 20, compared with only eight 
a relatively short time ago. 
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TWO OUT OF ONE! 


Every life insurance prospect is a potential prospect for 
our complete line of Accident, Health and Hospital Policies— 


two prospects out of one! 


The combination gives you two opportunities for sales on 
every call—and, best of all, those year in and year out liberal 
Accident and Health commissions really count up. 


NATIONAL LIFE 


Insurance Company, Montclair, N. J. 


RALPH R. LOUNSBURY, President 
W. J. SIEGER, V. P. & Supt. of Agencies 


LIFE ¢ ACCIDENT e HEALTH ¢ HOSPITAL 























THE MOST FOR THE LEAST FOR THE LONGEST 


Waren your clients and prospects need the most for the least 


for the longest in Life insurance, tell them about Travelers Triple 
Protection. 

This economical form of Life insurance, which pays the beneficiary 
three times the face value of the policy, offers maximum protection for 
the growing family during the period when prudent, intelligent use 


of each dollar is a necessity. 


' Fave C1S 'y 


INSURANCE 
COMPANIES 


HARTFORD 
CONNECTICUT. 
ee 




















